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A Merry Christmas— 
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National No. 25 
Swinging Door Latch 









Emphasize 














National Quality 














It Helps the Sale 


Don’t hesitate to emphasize the quality of National Garage and Builders’ Hard- 
ware. It will thoroughly live up to any claim we make for it. 


When customers want a latch for swinging doors show them the National No. 25. 
Tell them it is made entirely of steel, is adjustable for doors from 34” to 214” in 
thickness and that it insures positive locking, even should the door sag. 


Show them how we have eliminated all possibility of injury to the hand when 
opening or closing the doors by placing the handle back of center of case. 


And point out the other unique features—the special construction which prevents 
flattening of the handle should the doors be swung back against the barn. 


This latch will out-demonstrate all others. Emphasize these good points; they 
will help the sale. 


If in the market send for prices, but at any rate ask for catalog and get 
acquainted with National Hardware. : 


National Mfg. Co. 


Sterling, Illinois 
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A Happy New Year 
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NHE poultry 
creasing rapidly; dealers who 
cater to the needs of poultry 

owners find a ready demand for in- 
cubators, brooders, drinking foun- 
tains, nests, grit mortars and other 


business is in- 


equipment. People who used to re- 
gard chickens as a necessary evil, 
now appreciate the profitable fea- 
tures of a flock of laying hens. They 
also find that modern equipment 
does much to maintain the health 
of the fowls and to lower expenses. 
Hardware dealers throughout the 
country can take advantage of the 
popularity of the poultry raising in- 
dustry and by specializing on the 
sale of poultry equipment add to 
their profits. 

Who doesn’t long to keep poultry? 
We all want a hand in the game. 
Those who are situated favorably 
find that hens pay better than oil. 
Thousands of citizens are taking up 
poultry raising as a side line. 

Walter Hogan, the well-known 
poultry fancier, owns a hen valued 
at $10,000. The average hen can 
be bought for considerably less 
money; but at the same time she is 
considered of sufficient value to 
merit good care. Hence the ever-in- 
creasing demand for articles which 
make for sanitation, lower feeding 
costs and conserve the owner’s time. 

Poultry owners are interested in 
raising pedigree fowls and making 
them accomplish laying stunts that 
old-fashioned chickens didn’t dream 


Getting Ready for 


the Poultry Business 


Within a Month Chicken Raisers Will Be 
Buying the Many Accessories Needed 


for Bringing Up a Suecessful Brood 


By CLEMENT WHITE 


of accomplishing. Hardware deal- 
ers, through the distribution of 
suitable equipment, are assisting 
poultry owners to increase their 
flocks, and secure better profits. 


Must Have the Best Equipment 


The poultry raiser cannot afford 
to experiment with equipment of 
unknown value. He demands the 
best incubators and brooders pro- 
curable. This is why it is easy to 
sell poultry equipment of proven 
worth. 

Salesmen find it advantageous to 
make a close study of local condi- 
tions, and become familiar with 
the problems confronting poultry 
raisers. They also find it necessary 
to know their line of equipment 
and be able to interest prospective 
customers in the points of merit in- 
corporated into up-to-date incuba- 
tors and brooders. 

Consider incubators, for example. 
It doesn’t take long to become con- 
versant with the features which 
make an incubator a successful ma- 
chine for hatching eggs. Inferior 
incubators cannot sell in competi- 
tion with quality machines, provid- 
ing the desirable features of the lat- 
ter are brought to the customer’s 
attention. According to the means 
used in transmitting heat from the 
heater to the egg chamber, incuba- 
tors are divided into two types, viz., 
hot-water and hot-air machines. 
There is a demand for both types. 
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The results from many tests indi- 
cate there is more difference be- 
tween the quality and workmanship 
of different makes of machines than 
between the two general types. 
Material used in construction, 
heating and ventilating system; 
regulator and efficiency in hatching 
eggs are outstanding features which 
make effective sales arguments. 
“Poultry raisers dread poor hatches 
more than anything else,” states a 
dealer, “This is why I explain 
that the incubators I sell are in- 
dorsed by leading experts and when 
operated properly invariably give 
good results. I call the buyer’s at- 
tention to the strongly framed egy 
trays, movable slats and removable 
chick drops. I explain that the reg- 

















Raising chicks in the store window 
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ulator is durable, sensitive and ac- 
curate. 

“There is a demand for practical, 
small incubators. Modern incuba- 
tors of this type have a high hatch- 
ing percentage, and are substantial- 
ly built. Amateur poultry raisers 
often prefer small incubators, the 
small machines being especially 
popular because settings can be 
made as fresh eggs are selected. 


Giving Service to Customers 

“TI find it advisable to show cus- 
tomers that my line of incubators 
is made up of substantial machines, 
that the bodies will resist moisture 
and decay and will not warp or 
crack. 

“Last spring a customer informed 
me that her incubator wasn’t satis- 
factory. I investigated the matter 
and found that she had put chilled 
eggs into the trays. I now advise 
customers to select clean eggs for 
hatching and to keep them where 
the temperature ranges from 50 to 
55 degrees until ready for placing 
in the incubator. 

“I advise each customer to heed 
the manufacturer’s directions re- 
garding the filling and care of lamp, 
ventilation, locating the machine in 
a level position, turning the eggs 
and attention to the regulator. A 
customer once asked me how to turn 
the eggs in an incubator without 
damaging them. I told her it was 
best to turn the eggs twice a day 
after the third day, and that an 


HARDWARE AGE 


AFTER XMAS—WHAT? 

Inventory, special sales, ex- 
tra efforts to make up for pos- 
sible losses and a general sea- 
son of worry. We sincerely 
urge every reader of HARD- 
WARE AGE to study carefully 
the weekly market reports. 
Every line of this department 
will act in an advisory capacity 
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easy method of turning eggs con- 
sists in removing four or five rows 
of eggs from the front part of the 
tray, then carefully shuffling the re- 
mainder of the eggs to the center 
and front of the tray, the eggs 
which were removed being placed 
in the back part of the tray. The 
tray is then replaced in its former 
position. 

“I find practical information re- 
garding operation of incubators is 
helpful when making sales. 

“The way to create a demand for 
incubators is to advertise and dis- 
play the machines. When prepar- 
ing an advertisement it is necessary 
to emphasize the durability, ease of 
operation and general reliability of 
the incubators you handle. 

‘Mechanical hens have so much 
to recommend them, that up-to-date 
poultry raisers do not care to 
hatch eggs under setting hens. 
The incubator demand is growing, 




















Display your poultry wire early this year 
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and can be strengthened in most 
communities through intensive pub- 
licity campaigns.” 

The “Mechanical” Hen 

Brooders are more reliable, eco- 
nomical and handy for caring for 
young chicks, than is the case with 
the biddy hen. It’s up to the biddy 
hen to lay the eggs; mechanical 
hens will do the rest. Modern ar- 
tificial brooders have none of the 
objectionable features found in ob- 
solete types, and give general sat- 
isfaction. Brooders form an 
important portion of the dealer’s 
stock of poultry equipment. There 
are two types, viz., small-flock and 
large-flock brooders. Brooders 
must keep the young chicks warm 
during chilly nights and rainy 
days; a good brooder will supply 
the necessary heat, is equipped for 
ventilation, is easily cleaned and dis- 
infected and designed so sunlight is 
admitted. The prospective customer 
will be interested in a brooder’s ca- 
pacity, heating device, etc. Oil-burn- 
ing brooders are popular. They use 
cheap fuel, give a uniform heat and 
require slight attention. After a 
modern brooder is adjusted to the op- 
erator’s wishes, it will operate in- 
definitely without other attention 
than cleaning the hover and refilling 
the fuel reservoir. 

The automatic oil control is a good 
sales argument. Explain to the cus- 
tomer how the heat is measured to 
the chicks so their comfort is as- 
sured, and that when the outside tem- 
perature suddenly drops, the heat 
from the burner is automatically in- 
creased, and that when the weather 
warms up, the heat from the burner 
decreases proportionately. Consider- 
ing the service they give, brooders 
are surprisingly cheap. Every poul- 
try owner can afford a_ brooder. 
There is a demand for both small- 
flock and large-flock types. The mod- 
ern large-flock brooder can care for 
as many as 1000 chicks, and increases 
efficiency on the poultry farm or com- 
munity hatchery. 

The Ways to Use a Brooder 

“I advise customers to clean the 
hover of a brooder at least once a 
day,” explained the dealer. “The 
best brooder on the market will not 
prove satisfactory if not kept clean 
and sanitary. Disinfection of the 
interior of a brooder is necessary 
when sickness occurs among the 
chicks. Whether the poultry raiser 
hatches 50 or 1000 chicks, he can use 
a brooder to advantage.” 

Sanitary nests for laying hens are 
in demand. They are built so filth 
cannot collect inside, and have no 
cracks or crevices where mites can 
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An incubator window that drew crowds daily and incidentally moved much stock 


breed. The average poultry owner 
can be interested in a dozen or more 
sanitary nests. 

Poultry root cutters are necessary 
on the poultry farm for cutting all 
varieties of roots and vegetables into 
fine, ribbon-like shavings. Cutting is 
accomplished with steel knives, set 
around a disk. Poultry root cutters 
can be supplied in small and large 
sizes, and quickly repay their cost 
price. 

Fowls of all sizes require green 
bone; this is why poultry owners are 
glad to invest in green bone cutters. 
Even though a flock is small, a green 
bone cutter will pay for itself in a 
single season by increasing egg pro- 
duction and hastening the growth of 
young chicks. Green bone cutters 
equipped with an automatic feed are 
popular with poultry raisers. Adver- 
tising and display will speed up the 
demand for green bone cutters. 


Big Demand for Fountains 


Drinking fountains, both large and 
small, are always in demand. They 
furnish fowls with clean, fresh water, 
supplying it in small quantities as 


needed. Fountains with heater at- 
tachments sell readily in cold 
weather. 


Sanitary feed troughs are neces- 
sary equipment on the poultry farm; 
they conserve feed and lessen the 
chances of disease occurring in the 
flock. 

Grit mortars and grit boxes are 
other handy items for the poultry 
yard. 

A line of poultry supplies offers 
the hardware dealer an opportunity 


to add new names to his customer 
list, and paves the way for a perma- 
nent, profitable trade. 

Use This Attraction 

Do you remember last spring an 
article in HARDWARE AGE about how 
the American Hardware Stores, Inc., 
of Bridgeport, Conn., sold butter- 
milk? This progressive concern 
keeps on the top floor where the farm 
implements are on sale a big hogs- 
head of buttermilk, prepared for 
farm use which they sell to the farm- 
ers at cost simply as an added fea- 
ture and a service to the farmer who 
raises pigs and chickens. !t is a 
great attraction, and makes many 
friends of the poultry men around 
this part of New England. 

Any store in the whole world can 
do the same thing and win success 
with the idea. If they dislike the 
idea of selling buttermilk let them 
get some other trade winner, or 
rather trade puller that will appeal to 
the farmers as an act of friendship. 

Hardware men should 
take a lively interest in chicken rais- 
ing. It is not a bit too early to make 
preparations for the business. Most 
farmers and all poultry raisers begin 
to get the eggs ready for hatching 
late in January or early in February, 
and if your campaign is planned now 
you will be ready when they are. To 
wait until the first call for bone 
grinders, or brooders or incubators 
will be fatal for business when this 
year every penny will count. 

In the past the most successful 
dealers who have catered to this line 
of business have planned to have one 


begin to & 


week when they will make a big drive 
for the poultry trade. Circulars to 
the farmers, an attractive window 
and well-located interior displays 
with some little added inducement 
for your customers will bring in the 
trade and consequently the profits. 

Go over now the list of things that 
you can sell the poultry raiser. 
Grinders, brooders, chicken wire, 
hoes, scrapers, incubators, disinfect- 
ants, fountains, egg carriers and the 
many other things. Get your stock 
in shape, prepare your special adver- 
tising and then go after the business. 
Even at this early date little remind- 
ers from time to time in your daily 
ads would not go amiss. 

This business is one that will not 
interfere with any other line that you 
may have, but comes at a time when 
things are rather dull in the store. 
You have finished inventory, spring 
planting and spring gardening has 
not yet arrived. 


THANK YOU! 
Schenectady, N. Y., 
December 8, 1920. 
Hardware Age, 

New York City. 
Gentlemen: 

I enjoy reading a good edi- 
torial and must say I thoroughly 
enjoyed reading “Twisted Facts” 
in your December 9, 1920, issue, 
page 113. 
(Signed) James F. Gannon, 
214 Hulett Street, 

Schenectady, N. Y. 








Where the Customers Help Themselves 
In Galesburg, IIl., the Churchill Co. Has Increased 


Sales by Convenient Arrangement for the Customer 


—The Store That Is Built for Making Big Sales 


AFETERIAS are as common as 
C mosquitoes at an August camp. 
Self-serve grocery stores are no 
novelty. But who ever heara of a 
self-serve hardware store? Now, 
the Churchill Hardware Co., Gales- 
burg, Ill., is not exactly that, but it 
has embodied some of the good fea- 
tures of the “help-yourself” idea and 
has found they are sound and work- 
able. 

The self-serve idea is an economy 
move—it saves the time of customers 
and the expense of salesmen. And it 
is nothing more or less than the 
placing of goods where folks can do 
what the salesman usually does, and 
that is display wares. In the 
Churchill store, whether it is a lawn- 
mower or two-way switch, a pair of 
taps or a teakettle, the customer can 
find what he wants, and, at least, half 
sell himself. 

To be sure, some goods are on 
shelves and in cases or compart- 
ments, but samples are always dis- 
played in full view and selections can 
be made just about as well without 
the salesman’s aid as with it. And 
there are “behind-the-counter” areas 
in the store, but those counters are 
no bar to a customer; in fact, folks 
are invited to go behind the counters 
and look over goods. This incident 
is typical of hourly occurrences in the 
Churchill store: 

A busy contractor hustled into the 
store. All the salesfolks were en- 
gaged. The contractor stood on one 
foot, then the other, and in a moment 
would have walked out and down the 
street but for the cheery word of a 
salesman, who smilingly said: “T’ll 
be with you in a jiffy. What were 
you interested in?” The contractor 
said he needed a couple of saws. 
“Just step around here and look them 
over. The whole stock is shown 
there.” Naturally the invitation was 
accepted. When the salesman ap- 
proached him again all that was left 
for him to do was to wrap up the 
saws and take the money. 

No Waiting at Churchill’s 

“Our plan is a success,” said Mr. 
George B. Churchill, “because it helps 
to correct one of the things custom- 
ers are very impatient about, and 
that is waiting for someone to show 


them goods. No matter how much 
time a man or woman has, there is a 
strong aversion to spending it wait- 
ing for a chance to see merchandise. 
A woman will spend a half hour 
happily looking at aluminum cooking 
utensils but she won’t spend five min- 
utes happily waiting for her turn to 
see goods. We are often compli- 
mented on having our goods out in 
plain sight and our policy of invit- 
ing customers to browse around the 
store all they wish. 

“From our viewpoint,” Mr. 
Churchill continued, “it works out 
mighty fine. I have seen one sales- 
man in our basement take care of 
five customers at one time. With 
good hardware men scarce, the plan 
of a semi-self-serve store is a life- 
saver.” 

The Churchill store is a model, the 
sort of a store that can be used as a 
pattern. In the first place, the plant 
is an ideal one. It was built for a 
hardware store and has many little 
conveniences that are as handy as the 
pocket in the proverbial shirt. The 
store is 30 x 136 feet, four stories 
high and has a double basement, tak- 
ing in the underground floor of the 
adjoining store. Mr. Churchill de- 
signed the store after 35 years’ ex- 
perience in retailing hardware, and 
he knew what he needed and he got 
it. One of the outstanding features 
is light. Mr. Churchill evidently fol- 
lowed the scriptural recotd, “And he 
said, let there be light, and there was 
light.”” Windows are big and high 
and broad, and let the sunshine in— 
all the sunshine there is. 


The Model Tin Shop 


It was a rainy, drizzly day when 
we visited this store, yet men in the 
tin shop needed no artificial illumi- 
nation, an expansive skylight giving 
them all the brightness they needed 
Three immense windows, as big as 
the width of the building would al- 
low, flooded the second floor with bril- 
liance and allowed one to look into 
a range oven and see all there was to 
be seen. Even the basement was 
shining bright. Of course, electricity 
had to be used there, but walls, ceil- 
ing and pillars had been painted a 
pure white, and there was a cheer- 
fulness and brightness about the 
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place that could not help but foster 
the customers’ willingness to buy. 

Elevators operated by pushing a 
button, an oil house under the alley, 
a roof garden where clubs and groups 
are entertained, store fixtures home 
made and “just right” for the pur- 
pose they are intended for are more 
of the physical characteristics which 
make this store a ten-strike. But 
the big thing about the store is the 
departmentized feature. 

You can ask Mr. Churchill how 
many times he turned his basket 
stock last year and he can tell you 
in a wink. You can ask him how 
much money he invested in electrical 
supplies and how many dollars they 
brought into the till and the answer 
is on the tip of his tongue. Each de- 
partment of the store has a number. 
All invoices for goods received are 
charged to the proper number, and 
all sales are credited to that number. 
At inventory each department is 
charged with “amount invested,” as 
shown by the inventory. At the end 
of the year the total of invoices, less 
the new inventory, shows how often 
the stock was turned and the total 
sales permit figuring the profit—net 
and gross—on the business done. 

On Managing Departments 

“We do not have to think a depart- 
ment is a good one. We know it. 
We do not have to wonder if a cer- 
tain line pays, our figures prove what 
the situation is,” Mr. Churchill ex- 
plained. “And we are very ruthless 
about dropping ‘lemons,’ for no line 
will be kept that does not pay a profit 
and no merchant can figure a profit 
unless he knows what his turnover is 
and to know that big, vital fact a 
business must be departmentized. 
Just now we are closing out a line 
that is as much a part of a hardware 
store as collars are a part of a haber- 
dashery, but we simply will not lum- 
ber up our store and squander our 
money on things that don’t pay.” 

Pruning dead limbs and cutting off 
decaying branches are essential to 
the life and growth of a tree. Elim: 
inating slow sellers and closing out 
unprofitable departments is the cer- 
tain way to turn capital into real 
money. And one cannot prun2 until 

(Continued on page 67) 
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Here is hardware arrangement par excellence. 


An idea of proper displaying is gained by studying this picture. 
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Holding a Big Anniversary Hardware Sale 


You Can Do After Christmas What This Store Does Just 
Before and This Year Get Better Results—Good Hints 
for Annual Clearance Sales That Any Dealer Can Use 


NE of the best business pro- 
QO ducing features of a big 

hardware store is the Anni- 
versary Sale, which takes place 
each year in November. This sale 
begins four weeks before Christmas 
and is continued up to and through 
the holiday season. 

Prices are cut and many attrac- 
tive bargains are featured for se- 
curing business at this time. 

This sale follows in the footsteps 
of the Thanksgiving Sale, which 
takes place the three days preced- 
ing Thanksgiving. At this time a 
Roaster Demonstration is featured. 
Fowls are roasted in a booth in the 
Housefurnishings Department by 
an expert demonstrator. 

The dainty little demonstrator 
with her white cap and apron 
makes a pleasing picture and great 
interest is shown in the demonstra- 
tions. Roasters of all kinds are 
shown from the biggest of the 
aluminum type at seven or eight 
dollars to the simplest of the steel 
roasters at less than one dollar 
each. In addition to preparing 
fowls, an entire dinner is cooked in 
a roaster on top of the stove, with- 
out an oven, to show the customers 
the possibilities of these famous 
roasters. 


Just Before the Holidays 


The Anniversary Sale opens up 
with a splendid display of toys and 
the toy season is on in full blast for 
at least four weeks prior to the 
holidays. 

A space is cleared in the front 
part of the Sporting Goods Depart- 
ment on the north side of the store. 
Bicycles are relegated to the back 
of the store. (They are not put 
away, as sales continue throughout 
the year). Long tables are built 
in where bicycles, hammocks and 
porch swings previously stood and 
hung. 

These tables are very effectively 
decorated with red and green cloth 
and festooned above the tables are 
myriads of red and green lights 
symbolic of the Christmas season. 
Electric trains are displayed upon 
this table. The little tracks are 
carefully laid and the _ engines, 
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tender, cars, cabooses, switches, 
semaphores and all the different 
parts carefully arranged to attract 
the eye of the passing child. Every 
boy is at heart a mechanician; and 
do these little trains attract the 
children? Well, you should come 
in and see them. 

With a dash and a whir a little 
electric train speeds along the 
track, dashes through a tunnel, on, 
and then through a station, makes 
another tunnel and_ speeds on 
around the circle. The whirring 
attracts the ear, the electric head- 
light the eye, and the small boy fol- 
lows the train around the track per- 
fectly fascinated. A whirring from 
the other side of the store attracts 
his attention and he turns to see 
mechanical trains dashing up and 
down the track. Besides the trains, 
mechanical toys of every descrip- 
tion are being put in motion by the 
busy salespeople. There are Tip 
Top Porters, Ford Automobiles, 
Sand Dippers, Army Tanks, Ma- 
chine Guns, Panama Pile Drivers, 
Aeroplanes, Coon Jiggers and every 
sort of a toy that can be put in mo- 
tion. The kiddies are fascinated by 
the moving picture machines. They 
are dazzled by all the glitter of 
Christmas cheer and, in fact, the 
kiddies are so fascinated by every- 
thing that they see that the parents 
have to ruthlessly drag them away 
when they are ready to leave. 

On the south side of the store 
and to the left as you enter, me- 
chanical toys of all descriptions are 
displayed. Room is made for them 
by passing miscellaneous hardware 
to the rear of the store. A table 
placed here with a stair step effect 
gives plenty of opportunity for toys 
of all kinds to be displayed to holi- 
day shoppers. They attract the 
eyes of the little folk as they enter, 
they give the mothers and fathers 
ideas as to what their young people 
want for Christmas and they keep 
the sales force busy handing out 
packages. 


Toys for the Girls 


At a slight distance from this ta- 
ble is another long table showing 
dolls, little stoves for the little girl 
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housekeeper, tea sets, waffle irons, 
electric stoves as complete as 
mother’s own, washing outfits, in 
fact, everything imaginable to de- 
light the heart of the small girl of 
the family. This store does not do 
its toy business on a small scale. 
It selects a very large assortment, 
engages a sufficient number of ex- 
tra salespeople, puts in additional 
cashiers, so that as little time as 
possible will be lost by the shop- 
per. 

Meanwhile, all over the store the 


Anniversary Sale is going on. 
Plans are made for this sale 
throughout the year. Attractive 


bargains are picked up and held 
ready for this big sale. , Prices are 
reduced to such an extent that they 
cannot fail to produce business, no 
matter how slow it may be in many 
lines. The gift proposition is care- 
fully gone into. Merchandise of 
all kinds which would be suitable 
for Christmas presents is shown 
with particular care at this time. 
On the second floor—the house- 
furnishings department—washing 
machines are carried away from 
the front of the room, and long ta- 
bles filled with smaller kitchen 
ware are given prestige. One par- 
ticularly attractive table is filled 
with aluminum percolators. Every 
kind is shown from the six cup 
octagon to the big expensive ones. 
One table is used to display mis- 
cellaneous household merchandise 
of every description. One shows a 
fine assortment of Pyrex including 
a gift set, with the box in which it 
is to be packed, and another shows 
rows of beautiful white Vollrath. 


The Cooker Demonstration 


One of the big features of the 
sale on this floor is the fireless 
cooker demonstration which takes 
place on two alternating weeks 
prior to Christmas. The demon- 
strator, who by the way, is an ex- 
pert sent us by the factory, is with 
us the first week of the sale. She 
then fills other engagements for a 
couple of weeks and returns to us 
just the week before Christmas to 
help us put over big sales of fire- 
less cookers for Christmas presents. 
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We go after the Christmas idea 
strong in all our lines of business 
and we sell fireless cookers, sewing 
machines, washing machines and 
refrigerators for Christmas pres- 
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is carried out in the windows. A 
large red and white banner pro- 
claims in huge type that the big 
sale is now on. The stair steps are 
arranged to show a great 


SO as 
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in a lot of business were it not for 
other means of advertising. 

Can You Do This? 
People waiting for the street 
cars often forget to watch for their 








ents and we sell a lot of them, too. quantity of merchandise. This is 
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of a doll’s outfit or train, as the case 


gift of any size from curious eyes, give that will delight the heart of 


and what joy is there in giving a a child. There are building blocks, ™®#Y wd that is their heart s desire. 

Christmas present if it cannot be and games, dolls, with tables, The Seasonal Decoration 

an overwhelming surprise? trunks, cedar chests, dishes The thousands of red and green 
Large ads in the local papers pro- kitchen cabinets and stoves. There lights twinkling all over the store 

mote these sales. Items are care- are pianos, teddy bears, black- bring the thought of Christmas 

fully selected weeks ahead, cuts are boards and paint boxes. For the even though there is no snow out- 


ordered, drawings made, and every boys there are guns, ducks, automo- side and no hint of the Christmas 
detail is attended to. Then on the biles, velocipedes and_ bicycles, season in the air itself. It takes 
opening morning of the big sale, chemistry sets, carrom boards and snow and nippy weather to produce 
business can start with a rush. games of every description. the thought of Christmas unless 


The stair step idea of decoration The windows alone would bring 


Using the Step to Advertise 


(Continued on page 90) 








Merchandise That Is Always Seasonable 
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This is Carlisle’s motor accessories window in Springfield, Mass. 


ANUARY is the month for auto- 

mobile shows in many parts of 
the country and a good window dis- 
play of accessories during auto week 
will mean a big increase in this line 
of your business. But you don’t 
have to wait for the show. You can 
go right ahead and sell accessories 
the whole winter through because 
more automobiles are being driven 
the year round now than ever before. 


3elow is the window that is espe- 
cially attractive right after Christ- 
mas. Many housewives clean up af- 
ter the first of the year and only a 
few of the old-fashioned ones wait 
until spring to get in the dirty 
work. In fact every month should 
be a clean up month, and it is your 
duty to sell the implements whereby 
the good women can chase the dirt. 
The center piece of odd _ shaped 


brushes will be sure to appeal to 
some of your women customers. One 
of them may be just what she has 
been looking for. 

There are not enough good brush 
windows shown during the year in 
the average hardware store, and 
merchants will find that with a little 
effort they can move much of this 
stock by more frequent displays. 
Start the new year right. 
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Brushes and cleansers of every description backed up by the good old brooms make this window worth looking into 
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7 Helping the Customer “Keep It Painted 
How the Hardware Man Can Prove the Advantages 
of Paint by Showing the Results in Increased Value 


FOR SALE.—1918 automobile. 
painted. Looks like new. 
for a quick buyer. 


Just 
A bargain 


UST an every day newspaper 

“ad,” but a sales story in the 

words “Just Painted.” What 
magic words, for we picture that 
car spic and span in its new coat of 
paint. So it is with the house you 
see as you walk about town. You 
often say, “Those folks keep their 
house in good shape,” and the an- 
swer is, “They keep it painted.” 

“They keep it painted.” What an 
opportunity these four words pre- 
sent to the hardware man! Why 
not a “Keep it painted’ window, 
displaying pictures of houses in 
town that are spic and span because 
of being well painted. Such a dis- 
play causes the house owner to 
draw comparisons unconsciously. 
He sees his unpainted house shabby 
as compared to his neighbors. It 
will not take him long to decide that 
a little paint properly applied to the 
roof, the porch, or even the fence, 
will make his home just as attrac- 
tive as those in the pictures. 

The housewife, too, has need for 
a quantity of paint the whole year 
round; paint for the stoves, floors, 
bathroom, household articles. So 
do not forget her in your paint win- 
dow. 

Comparison of the old and the 
new should be the keynote of a 
logical paint window, because’ we 
are all influenced by comparisons. 
When you pass a clothing display 
you instinctively look down at your 
own suit and compare it with the 
new ones, realizing that you need 
new clothing. So it is with the 
house owner and wife. A _ good 
paint window brings to them a 
mental picture of the things in 
their own home which need paint- 
ing, and often the suggestion, by 
comparison, brings about a paint 
sale. Be the hardware dealer who 
prompts the paint consumers of 
your community. 


Making the Impression Lasting 


A window, no matter how good, 
falls short of its mission if it ceases 
its good work when the customer is 
inside the door. The impression 
the window has creat/:d should be a 
lasting one. It shovid remain with 
the customer after he arrives at the 


paint department. The paint de- 
partment should then continue the 
thought through the use of display 
racks, showcases and display cards. 

Remember, however, the 
man must always be the concluding 
link in any sale. In his hands rest 
the actual transfer; the kind and 
quantity purchased; the good will; 
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Husband and wife usually go over the painting situation together. 


soap and water to remove any 
greasy film. A rich oil paint will 
not stick unless the woodwork is 
free from grease. 

Most people forget, or are un- 
aware of the fact, that an oil stain 
cannot be applied over an enamel 
surface; that the wood must be 
scraped down so that the stain can 
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This 


suggested window will attract them both 


the making of a friend of the cus- 
tomer. A good paint salesman must 
know paint, and be able to answer 
the ordinary questions in such a 
way as to create confidence. To the 
average man or woman paint is 
paint. They imagine it will cover 
anything. The salesman, however, 
should be able to tell a woman that 
if the paint is to be applied in the 
kitchen the wood work or wall must 
first be thoroughly washed with 
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be applied direct to the original 
surface. Always advise the use of 
a new brush or a clean one for each 
paint job contemplated. Even if 
new, be sure that the brush to be 
used is clean. Run your hand 
through the bristles of a new brush 
and the little clouds of dust 
arise. If a dusty brush is used to 
apply enamel the finished job will 
make you think some one has 
thrown a handful of sand over the 


see 
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surface, for the little dust particles 
will pile up and form rough spots. 
The same thing might well happen 
with varnish. For this reason al- 
ways see that the customer uses a 
clean brush. 

The best salesman is the one who 
is able to give helpful suggestions 
as to good color schemes, wearing 
qualities and adaptability of paints 
or varnishes for the purposes in- 
tended. This information can 
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The paint department more than 
any other department in the hard- 
ware store should follow the fun- 
damental principles of all business 
—Help the customer. Often the 
customer asks for paint when he 
wants enamel, or varnish when he 
means stain. Helping the cus- 
tomer is a sound principle to build 
upon. Inquire what use the paint 
is to be put to, and then give the 
kind best suited to the purchaser’s 





Help the customer in choosing the right paints 


easily be obtained from the litera- 
ture supplied by the paint manu- 
facturers. Helpful hints are al- 
ways appreciated by the customer, 
and increase his confidence in the 
salesman. 

Much can be done to help the 
customer by a live man in the livest 
department in the hardware store. 


needs. Helping the customer 
choose the right color effect and 
the proper paint spells success for 
the small or large painting job, and 
this means a satisfied customer. A 
satisfied customer means more 
sales, and more sales mean more 
profits. Help yourself by helping 
the customer “Keep It Painted.” 


Ohio Automotive Trades Association 
Convention 


The most succesful convention and 
exhibition in the history of the Ohio 
Automotive Trades Association was 
held at the Music Hall, Cincinnati, from 
Dec. 7 to Dec. 10, inclusive. Many 
manufacturers of accessories displayed 
their products. 

Orders aggregating closely to one 
million dollars are unofficially reported 
to have been placed at the show, and 
as a direct result of it, many orders 
are still being received. Leading men 
in the automobile and accessory field 
were in attendance and addressed the 
2000 delegates present from all parts 


of the State. In addition to the dele- 
gates, dealers and jobbers were present 
from the States of Ohio, Indiana, Ken- 
tucky and West Virginia. During the 
convention and exhibition it was notice- 
able that a feeling of optimism pre- 
vailed regarding the future of the auto- 
mobile industry, and this note was also 
struck by all of the speakers, who pre- 
dicted a good healthy revival com- 
meéncing about the middle of January. 
The convention this year, the fourth 
to be held by the association, was con- 
ducted along entirely different lines 
from those preceding it, in that the 
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public was not admitted to the show. 
This left the manufacturers’ represen- 
tatives with enough time to attend to 
visitors to their displays, and as most 
of these were dealers, they were all 
prospective customers. Another fea- 
ture of the exhibition was that jobbers 
were restricted entirely to meeting their 
customers and were not permitted to 
display goods. It was essentially a 
manufacturers’ exhibition, and that the 
idea worked out just as the association 
hoped is evidenced by the expressions 
of approval heard from the exhibitors. 
This feature of the convention will be 
adhered to at all future shows, ~ 

The officers of the association for 
the coming year were elected as follows: 
President, Warren E. Griffith, Toledo; 
first vice-president, Y. B. Jones, Co- 
lumbus; second vice-president, Roy 
Faulkner, Cincinnati; secretary-man- 
ager, E. J. Shover; treasurer, T. E. 
Avery, Columbus; trustees, Chas. B. 
Ratterman, Cincinnati; R. T. Kennedy, 
Bucyrus; Howard G. Wiley, Spring- 
field, and Leo J. Collier, Youngstown. 
Toledo and Columbus sought to have 
the next convention held in their cities, 
but a decision will not be made until 
the next meeting of the trustees. 


FIFTY YEARS OF SERVICE 

It means something to serve an in- 
dustry continuously and _ successfully 
for fifty years, and we therefore take 
pleasure in announcing that the firm of 
R. K. Carter & Co., New York and 
Pittsburgh, has recently celebrated its 
fiftieth anniversary. R. K. Carter was 
a pioneer in the line of syndicate buy- 
ing. 

He traveled through the South and 
was constantly asked by his customers 
to buy outside lines for them, and as a 
result of these continued requests con- 
ceived the idea of starting a purchasing 
agency business. 

The original lines were hardware, 
iron, steel and mill supplies. The busi- 
ness was incorporated in 1900. It has 
grown steadily and consistently and the 
organization has kept abreast of the 
times by entering new fields as they 
developed. Their service to-day is a 
broad one, covering iron, steel, hard- 
ware, mill, mine and railway supplies, 
oil country goods, plumbing supplies, 
electrical supplies and automobile ac- 
cessories. The business is thoroughly 
departmentized with an efficient Pitts- 
burgh branch to look after heavy ma- 
terial. 

The officers are men of experience 
in the lines in which they specialize. 
They are: Alfred C. Greening, presi- 
dent; Frank R. Blauvelt, first vice- 
president; William B. Paulscraft, sec- 
ond vice-president, and Benjamin F. 
Harrison, treasurer. 


The Star Quality Accessory Co., De- 
troit, Mich., has been incorporated with 
a capital of $100,000 by A. C. and Wil- 
ber D. Graw, and J. C. D. Graw, 711 
Union Trust Building, to manufacture 
automobile bumpers and similar metal 
products. 

















Putting Sentiment Into Your Business 


John Kohlmeier Claims That His Business Is Builded 
Upon the Best of Sentiments—A ppealing to the Human 
Side of Every Customer——Your Location Advantages 


Six and thirty years ago, 
When horse cars jingled to and fro 
Along the streets of New York town, 
Old John Kohlmeier settled down 
And opened shop, and over the door 
He hung his sign on a two by four. 
And everything he’s had to sell, 
Needles to anchors, John’s sold well. 
—HARDWARE RHYMES. 


in business. 
“Nonsense! 

“For thirty-six years,” asserted 
John M. Kohlmeier, ‘this business 
has been run on one basic sentiment 
—honest goods for honest prices. 

“When I began business in 1884 
—thirty-six years ago—I determined 
that the underlying policy of my 
business should be to sell nothing but 
the best quality hardware at fair 
prices, and to give only the kind of 
service that aims to satisfy and please 
the customer first, last and all the 
time. This has brought me many 
good customers who rely upon my 
judgment and also upon the guaran- 
tee that stands back of every article 
I sell.” 

John M. Kohlmeier, past president 
of the Pennsylvania and Atlantic 
Seaboard Hardware Association, of 
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This is the Kohlmeier book 

















John Kohlmeier 


the Metropolitan Hardware Associa- 
tion and of the New York Hardware 
& Supply Dealers’ Association of 
Manhattan and Bronx Boroughs, 
Inc., is still busy building the repu- 
tation upon which his business foun- 
dation rests. 

The hardware firm of J. M. Kohl- 
meier, Sixtieth Street and Third Ave- 
nue, New York, is famous as the 
place where they sell everything that 
is hardware from a needle to an an- 
chor. In fact, the slogan, “every- 
thing from a needle to an anchor,” 
has become famous, and has been 
copied in many places. 

Regarding John Kohlmeier 

Time has done two things to John 
Kohlmeier. It has made him look 
just a little bit older than he did 
thirty-six years ago when he opened 
shop on Third Avenue, and as a com- 
pensation for that it has bestowed 
upon him the gift of wisdom. Some 
of his epigrammatic sayings are full 
of pith and humor. For instance, he 
has recently published a little pam- 
phlet for the benefit of his trade en- 
titled “Hardware Hints,” from which 
we cull the following: 

“No man ever carved as well as his 
wife thought he ought to. 

“Most men boast of their mechan- 
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ical ability, but it takes a woman to 
sharpen a pencil with a’pair of scis- 
sors. 

“A pessimist is a man who cannot 


forget the things he knows about 
himself. 
“Well-satisfied customers are the 


chief assets of every business.” 

He has introduced many profitable 
features into his business which have 
contributed largely to both the 
growth and the satisfaction of his 
trade. His service department, as a 
practical example, is ready to answer 
any call in- which a customer may 
have doubt as to which form of hard- 
ware appliance or tool is best for any 
specific purpose. A telephone request 
from a customer for advice will be 
answered by a competent hardware 
man in the Kohlmeier service de- 
partment either over the phone or in 
person. 

A large business has been built up 
also by giving special attention to 
out-of-town customers, that is, cus- 
tomers who live in the suburbs. 
Many who drive into New York daily 
from Long Island leave their orders 
as they pass through Sixtieth Street 
and stop on their return for their 
purchases. Others telephone their 
orders and pick them up on the way 
home in the evening. 


(Continued on page 90) 
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Practical Holiday Gifts — 


Kohlmeier’s Individual Tool Chests 
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artic th hand 


automebilist 


» eltet bike 
Conthins only the tocls 


want and need. A’ Christmas g 
time's use 

Tools and Tool Boxes for Women 
This Got 


who drive 


electrical ave has taught ma 


sutomobiles, build’ br 


operate cleetrical household devi 


of tools, and many a woman would 


possess » tool box for her own u 


Develop the buy’s and girl's creative 


and ingenuity by giving them Tool He 
for Christmas. A good wav to interest 
minds with construrtis 

Carvers 
of good quality, in a neat Christm 
hoon to the man who has te eve, whe 
it be turkey oF roast 


» man cver carved an we 


thought he ov ught to 


EE TF eT 





A page from the book 








Show Card Writing for the Beginner 











that beginners encounter in 

learning show card writing is 
to keep their letters from leaning 
to the right or to the left, this is 
mainly because they have not per- 
fect control of the brush and are 
too careful and anxious about mak- 
ing the downward strokes. Bold- 
ness of stroke is what counts 
whether it be in practicing the 
plain strokes or forming a complete 
alphabet. 

The beginner should never at- 
tempt to do any lettering without 
first ruling a top and bottom guide 
line the width of the capital letters. 
When the lower case letters are 
used a third line should be drawn 
one-third ‘he width of the space 
from the top, the lower case letters 
which should extend above this 
third line and touch the top line 
are: b, d, f, y, h, i, j, k, 1, p, q and 
t, all the rest of the lower case let- 
ters are kept well within the top and 
bottom guide lines. The large capi- 
tal letters at top of plate were made 
with a number 18, red sable single 
stroke brush, the lower case letters 
with a number 12, red sable single 
stroke brush. The sharp pointed 
“spurs” like at the top and bottom 
of the letters, h, i, k and 1, are made 
by simply turning the flat point of 
brush sideways, making a quick lit- 
tle finishing touch to the letter. 
For instance, take the letter “h” in 
the lower case, which shows the 
simplicity of construction, one per- 
fectly plain downward stroke, first 


N BOUT the most difficult thing 


By JOSEPH BERTRAM JOWITT 
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Easily formed letters 


at the left and then at the right 
(beginning at top of second line), 
the third position shows the letter 
finished off with “spurs” or “serifs” 


finishing off top and bottom of let- 
ter. 
The 


should remember 
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Converse Tire 
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The tire on this show card will stand 
out prominently 


that all strokes are taken from left 
to right, beginning at the top of 
guide line. Notice the construction 
of the lower case letter ‘‘a.” The 
first stroke to be taken is a short 
little stroke at the top taken in 
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the direction the arrow points. The 
next stroke, number two, should 
join number one at top and con- 
tinue downward to a fine tail point 
at the bottom of guide line. The 
third stroke is a semi-circle sweep 
and begins at about the center of 
main stroke, this should be executed 
in one stroke. This makes three 
single strokes to complete the lower 
case letter ‘‘a.” 


Making Difficult Letters 


The letter ‘“‘o” is formed by two 
single semi-circle strokes joined to- 
gether at top and bottom, protrud- 
ing a mere trifle over the guide lines. 
The letter “‘s,” which appears diffi- 
cult to execute, is really very sim- 


. ple, it requiring only three single 


strokes as numbers indicate (the 
arrows show the direction). 

It is very important that the be- 
ginner should practice the different 
single strokes, as shown at the bot- 
tom of the plate wherein are con- 
tained all the principal curved 
strokes used in the Roman alphabet. 
The brush should be so trained as 
to make all these circle and curved 
strokes in one sweep. The brush 
may be so trained by working it 
out flat on a piece of paper after it 
has been dipped in the show card 
ink, if the ink is too thin the brush 
will not hold a flat chisel edge. Af- 
ter use it should be thoroughly 
cleaned in clear water and laid 
away to dry with the hair pressed 
out in a flat position. 

The capital letters, J K LM N, at 
the top of plate, make the third in- 
stalment of this series on the show 
card Roman alphabet. They are 
usually made the same height as the 
taller lower case letters. 

In making all downward strokes 
begin about 1%, in. from the top 
guide line and remove the brush 
when within about 14 in. of the bot- 
tom line. This rule applies to the 
straight up and down strokes only, 
as the “spurs” or sharp corners 
really finish off the letters. 

For instance, observe the capital 
letter “K,” which took but three 
strokes to construct the main part, 
yet in making the “spurs,” which 
finish off this letter, twelve more 
little strokes were necessary. 

The “spurs” in the letters L, M 
and N were done with a corner of 
the flat chisel-edge brush, but the 
“spurs” finishing off the letters J 
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Before finishing 
and K were done with a number 3 
Sonnecken lettering pen in order to 
show the additional strokes neces- 
sary to finish the letters. The white 
spaces or “breaks” in these two let- 


ters indicate where the’ brush 
strokes start and leave off. 
The Value of Spacing 

As much thought should be 


giving to the general layout and 
spacing of a show card as to the 
formation of the letters. Poor let- 
tering if properly spaced and lined 
up will look better than accurate 
lettering incorrectly spaced. Study 
the system of layout and spacing 
on the “One Dollar Sale” card, and 
then notice the other card how it 
looks when finished and shaded. 
This is how it was done according 
to the diagram. The card is what 
is known as a one-half sheet, out- 
side measurement, 14x22 in. A 1%4- 
in. margin is first drawn around 
card, then a %-in. border line is 
drawn around extreme edge (all 
these lines and layout should be 
done with a hard lead pencil). Prob- 
ably the most important line of all 
is the center line, this will help to 
divide the words equally and does 
away with any possible guess- 
work. (Expert show card writers 
mark the center of a card before 
sketching out the letters.) There 
are five lines of lettering on this 
card. There is a 3-in. drop from 
the top of card to the first line of 
lettering; the words “After” and 
“Christmas” are both 1-in. high let- 
ters. The other letters are 2'-in. 
high. The two top lines of letters 
were done with a No. 10 red sable 


HARDWARE AGE 
show card brush, and the three bot- 
tom lines with a No. 12 brush. 

The card featuring “Converse 
Tires” is another idea which is dif- 
ferent from the every-day plain 
show card. The picture of the tire 
was taken from an ad in HARDWARE 
AGE and pasted on the edge of card; 
then about 2 in. of the card all 
around was cut away, giving the 
tire an embossed effect. The let- 
tering is all in black and shaded in 
a light tan color. The small letter- 
ing at the top was done with a No. 
2 lettering pen. 


Learning the Game 


Almost anybody can learn to 
write plain show cards if their am- 
bition to learn is great enough to 
force them to do a little tedious 
practicing. The writer does not 





After 
Christmas 


ONE 
DOLLAR 
SALE 











oR: 
After finishing 


wish to convey the impression that 
almost anyone with a little practice 
can be a creative, artistic or finished 
show card writer, for the man who 
is gifted with this artistic ability 
has the advantage—he does not have 
to cut out pictures from magazines 
or copy fancy scrolls and designs. 
He originates them. 

The knack of lettering plain, eas- 
ily read show cards is easily ac- 
quired; it is simply a matter of the 
beginner procuring the necessary 
proper outfit and being “let-in” on 
the so-called secrets of the craft. 

For the benefit of those who have 
not an up-to-date outfit the writer 
would suggest an outfit ample 
for anyone to start with and 
should not cost more than a five-dol- 
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lar bill. HARDWARE AGE will at any 
time furnish the addresses of the 
different show card supply houses 
where these supplies may be pur- 
chased if our readers are unable to 
purchase same in their own town. 


Help Yourself Store 


(Continued from page 58) 
one knows what the dead limbs really 
are, 

An owl is the store trade-mark, and 
the slogan is, ‘“‘We never sleep.” And 
it is more than just a slogan. It’s a 
creed that’s religiously followed. 
During the nail shortage the Church- 
ill store was never out of 8’s and 10’s 
in common nails. The management 
did not sleep. Instead, it traveled 
from mill to mill, and through sheer 
persistence and insistence got the 
stocks it needed. 

H. E. Griggs is associated with Mr. 
Churchill in the ownership and man- 
agement of this capital, fine store. 
Both men believe in spending all the 
time they can on the floor. They 
meet and greet customers. They hear 
complaints and compliments. Their 
management is not all theory, it is 
streaked with facts, those facts which 
can be had always and only through 
customer contact. 


Devoe & Raynolds Have 
Salesmen’s Meeting 

The seventy men who travel the 
Eastern and Southern territories for 
Devoe & Raynolds Co., Inc., assembled 
at the Hotel Astor in New York from 
Dec. 6 to Dee. 11 for an inspiring 
presentation of the sales and advertis- 
ing plans for 1921. 
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GENERAL BENNETT LEAVES 
WINCHESTER COMPANY 
General Irby Bennett, 620-22 Ran- 
dolph Building, Memphis, Tenn., has 
resigned from the Winchester Repeat- 
ing Arms Co., and will go into the lum- 
ber business with his son who is the 
head of the Hooper Bennett Lumber 
Co., at Memphis. Gen. Bennett has 
been with the Winchester company 
thirty-seven years. 

It is the intention of Gen. Bennett to 
keep in close touch with the hardware 
jobbers of the country, as he expects to 
attend all of the big conventions and 

















Gen. Irby Bennett 


to retain his position permanent 
ehairman of the reception committee of 
the Southern Hardware Jobbers’ Asso- 
ciation. Gen. Bennett is one of the most 
widely known members of the Old 
Guard, an organization of Southern 
salesmen who have been on the road for 
more than twenty years. 

The executive committee of the 
Southern Hardware Jobbers’ Associa- 
tion meets at New York in January and 
Gen. Bennett expects to be present to 
take part in the meeting. 


as 


Baltimore Club Elects 


Ernest Johannesen was elected presi- 
dent of the Baltimore Retail Hardware 
Association at a meeting held in Balti- 
more on Dec. 14. At the same time, 
Howard McCarthy was elected vice- 
president and Charles J. Ritterhof 
secretary and treasurer. At the meet- 
ing plans for a banquet to be held 
next month were discussed. The 
speaker for the occasion will be Mat- 
thias Ludlow of Newark, N. J., national 
president: 


Fisk Dividends 
The directors of the Fisk Rubber 
Co. at a meeting held to-day decided 
that general trade and credit conditions 
rendered advisable the conservation of 
cash resources, and in consequence 






HARDWARE AGE 


Red Wing, Minn., 
11/22/1920. 
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E Gentlemen: 


= This will acknowledge receipt 
of your invoice covering sub- 
scription to the HARDWARE AGE 
at $3.00 a year for the year end- 
= ing December, 1921, under the 
name of Peter Nelson & Son, 
1004 West Fourth Street, Red 
Wing. 

Wish to state that it is with 
more or less regret from a sen- 
timental point that I must ask 
you to cancel the subscription to 
your very good paper. 

You will note that I speak of 
this in a sentimental strain. My 
father has been a subscriber for 
the “Hardware Age,” and also 
when it was called the “Iron 
Age” since the 70’s. He is un- 
der the impression that he sub- 
scribed for this paper when he 
first entered the hardware busi- 
ness in Red Wing in 1873, but 
as he has become so very feeble 
and his mind in such a condition, 
he is not positive, and as stated, 
he is now in such a condition that 


voted to omit the quarterly dividend 
of 75 cents a share on the common 
stock, due for payment Jan. 1, not- 
withstanding it had been more than 
earned during the year. 

The regular quarterly dividend of 
1% per cent on the first preferred 
stock was declared payable Feb. 1 to 
stockholders of record Jan. 21, 1921. 


' 


Thomas C. Drennan Dead 


Thomas C. Drennan, president of the 
Drennan Hardware Co. of Syracuse 
dropped dead while at work in his store 
recently. 

Mr. Drennan was a native of Canada 
but came here from Vermont 40 years 
ago, establishing his hardware _ busi- 
ness which has since grown to be one 
of the largest in this section. Mr. 
Drennan’s health has been poor since 
he was injured some time ago in an 
automobile accident at one of the canal 
bridges in this city. 

He was an extensive traveler. He 
was a member of the Knights of Co- 
lumbus which conducted the funeral 
to-day. 


Are Selling Agents 


W. H. Lavac, Inc., manufacturers’ 
selling agent, has opened new offices 
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Have Been Partners for 50 Years 
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he is unable to appreciate your 
paper in his inability to read now 
to any extent, and his having 
been out of the hardware busi- 
ness since 1905 naturally has put 
him in a position, and on account 
of his age and feebleness, where 
his connection with the hardware 
trade is a thing of the long ago, = 
so therefore I would kindly ask = 
you to see that his subscription 
is cancelled, and I might say that 
I do it reluctantly, but really we 
have no use for the paper as it 
now comes to him in the condi- 
tion that he is in. 

The writer, who was connected 
with him sixteen years ago is 
now in the tanning business, and 
is therefore not interested really 
in what is going.on in the iron 
world as covered by a periodical 
of your kind. 

I trust you will pardon my 
lengthy epistle to you, but my 
father desired, in his feelings 
toward your very good paper, to 
express his sentiments along 
these lines. ° 

Extending my very best wishes 
for the future success of the 
HARDWARE AGE, I beg to remain 

Yours yery sincerely, 
PETER A. NELSON. 
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at 56 Murray Street, New York, and 
is in a position to handle an addi- 
tional number of new accounts in this 
territory. 

The president of the concern, William 
H. Lavac, was for fifteen years a metro- 

















W. H. Lavac 


politan salesman for John H. Graham 
& Co. of New York and is a member of 
the Hardware Boosters’ Association. 

Other officers of the concern are: 
Robert A. Ganzenmuller, treasurer, and 
George H. Scofield, secretary. 














Coming Hardware Conventions 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1921. Hotel headquarters, 
Adolphus Hotel. A. M. Cox, secretary, 
1808 Main Street, Dallas. 


PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Seattle, Wash., Jan. 18, 19, 20, 21, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WESTERN RETAIL VEHICLE AND HaArp- 
WARE ASSOCIATION CONVENTION, Kan- 


sas City, Jan. 18, 19, 20, 1921. H. J. 
Hodge, secretary, Abilene, Kan. 
MISSOURI RETAIL HARDWARE ASSO- 


CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 1921. F. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Brown Palace Hotel, Denver, Col., Jan. 
25, 26, 27, 1921. W. W. McAllister, 
secretary-treasurer, Boulder, Col. 

KENTUCKY HARDWARE AND IMPLE- 
MENT DEALER’S ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 

INDIANA RETAIL HARDWARE 
TION, INC., CONVENTION AND 
TION, Jan. 25, 26, 27, 28, 1921. 
to be announced later.) G. F. 
secretary, Argos. 

OREGON RETAIL HARDWARE AND ImM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Jan. 25, 26, 27, 28, 
1921. E. E. Lucas, secretary, Hutton 
Building, Spokane, Wash. 

WEST VIRGINIA RETAIL HARDWARE 
DEALERS’ ASSOCIATION CONVENTION AND 
EXHIBITION, Huntington, W. Va., Feb. 
1, 2, 3, 1921. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton, 
Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Omaha, Feb. 1, 2, 3, 4, 1921. Headquar- 
ters will be at the Rome Hotel and Ex- 
hibition at the Auditorium. George H. 
Dietz, secretary-treasurer, 202 Hall 
Hardware Block, Lincoln. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Philadel- 
phia, Feb. 8, 9, 10, 11, 1921. Sharon 
E. Jones, secretary, 1314 Fulton Build- 
ing, Pittsburgh. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 8, 9, 10, 11, 1921. 
Arthur J. Scott, secretary, Marine City. 
Earl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Okla- 
homa City, Feb. 8, 9, 10, 11, 1921. W. 


ASSOCIA- 
EXHIBI- 
(Place 
Sheely, 


B. Porch, 
homa City. 

NoRTH DAKOTA RETAIL HARDWARE 
ASSOCIATION AND EXHIBITION, Fargo, 
Feb. 8, 9, 10, 11, 1921. Exhibit will be 
held in the Municipal Auditorium, Feb. 
8, 9, 10, 1921. C. N. Barnes, secretary, 
Grand Forks. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Ill., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1921. H. O. 
Roberts, secretary, Metropolitan Life 
Building, Minneapolis. 

OHIO RETAIL HARDWARE ASSOCIATION 


Okla- 


secretary-treasurer, 


CONVENTION AND EXHIBITION, Colum- 
bus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 


tion in Memorial Hall. James B. Car- 


son, secretary, Dayton. 


NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Soston, 


Mass., Feb. 21, 22, 23, 1921. George A. 
Fiel, secretary, 10 High Street, 

IowA RETAIL HARDWARE ASSOCIATION 
AND EXHIBITION, Des Moines, Feb. 22, 


3oston. 


Mr. Machetto Succeeds Mr. 
Fuller 

The territory formerly covered by the 
late Joseph A. Fuller will be taken over 
by his successor, Adolph Machetto who 
has been associated with Mr. Fuller for 
the past fifteen years and who formerly 
covered New York and Export fields. 
Mr. Machetto was engaged by the Ross 
& Fuller Association as an office boy in 
1906 and by his strict attention to busi- 
ness, willingness to learn and increas- 
ing ability was placed outside and has 
at present a host of friends in the ex- 
port trade and City trade. He hopes to 
make an extended trip West early in 
the new year and to meet at that time 
the many old friends of his company 
who have been doing business with them 
for many years, some of them since the 
early seventies. 


Mason Tire & Rubber Co. 
Changes 

J. J. Flynn has been appointed pur- 
chasing agent for the Mason Tire & 
Rubber Co., at Kent, Ohio, succeeding 
Mr. C. D. Rockwood. 

Mr. Flynn, who has been assistant 
purchasing agent for the Company for 
the past fifteen months, and was for 
several years with the Northern Ohio 
Traction & Light Co., Akron, Ohio, as 
acting purchasing agent. 
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23, 24, 25, 1921. A. R. Sales, secretary- 
treasurer, Mason City. 

SoutH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 
Feb. 22, 23, 24, 25, 1921. H. O. Rob- 
erts, secretary, Metropolitan Life Build- 
ing, Minneapolis, Minn. 

NEW YORK STATE RETAJL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Rochester, Feb. 22, 23, 24, 
25, 1921. Hotel headquarters, Powers 
Hotel. Exhibition at Exposition Park. 
John B. Foley, secretary, 607-608 City 
sank Building, Syracuse, N. Y. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Petersburg, Feb. 22, 
24, 1921. Thos. B. Howell, presi- 
dent and acting secretary, Richmond. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Dal- 
hart, Tex. ° 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


9° 
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J. B. Paltz has been appointed as- 
sistant purchasing agent. He had pre- 
viously been connected with the pur- 
chasing department, but for the past 
several months has been in charge of 
the salvage department. 

I. C. Monroe has been appointed as- 
sistant superintendent of the tire divi- 
succeeding J. H. MeGachan, re- 
signed. Mr. Monroe’s tire experience 
began with the Diamond Rubber Co. in 
1913, from whence he went to the Good- 
year Tire & Rubber Co. to organize the 
inspection division. 

E. H. Gorsuch, formerly with the 
Firestone Tire & Rubber Co., has been 
made chief chemist. 


sion, 


Morse Given D. S. M. 

For his work in connection with dis- 
posing of the hundreds of millions of 
dollars of surplus war stocks, Ernest 
C. Morse, Director of Sales, War De- 
partment, who retires from the service 
December 31, has been awarded the 
Distinguished Service Medal. The 
award was made to Mr. Morse and the 
medal presented to him by Secretary 
of War Baker, in the latter’s office in 
Washington on December 7. 

During Mr. Morse’s term of office as 
Director of Sales, more than $1,750,- 
000,000 worth of supplies have been dis- 
posed of. The percentage of recovery 
was—63 per cent. 


on 
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The Party Is Over! 


P gd it was some party while it 
lasted! Deflation is with us, and 
also with the balance of the world. 
This will lead to sanity and health. 
We all knew this adjustment had to 
come sometime, so why feel blue and 
discouraged? We have been through 
the same thing before, and we will 
live through this adjustment period 
also. 
Banks 


We have a banking system which 
is holding up in fine shape, and we 
will have no money panic. Consider 
what would have happened in the 
last few months without the Federal 
Reserve System. 

Gold 

We have about half the known 
supply of gold in our bank vaults. 
Compare this with the situation be- 
fore the war, and the present situ- 
ation of the European countries. 

Credits 

Every nation on the earth owes us 
money! Think of the billions of 
dollars in stocks and bonds held 
abroad before the war, on which we 
were obliged to pay dividends and 
interest. These stocks and bonds 
are now in America’s strong boxes. 


Money 


Our dollar is the only unit of cur- 
rency in the world commanding a 
premium in every market, and this 
situation will continue for years. 


Exports 


Our exports exceed our imports 
by a wide margin, and will do so for 
a long period. We have the coal 
which every country must buy from 
us. England has not the tonnage to 
keep up her pre-war exports. Our 
only limit is the mechanical means 
of dumping the cars into ocean 
ships. And we have the ships! A 
few of them may leak, perhaps, but 
we have the yards in which to build 
others and repair the ones we own. 
And our flag flies in many ports 
where it has not been seen for 
years. We have the wheat, the cot- 
ton, the copper, the raw materials, 
and the world must buy of us or do 
without. 

Railroads 

Our railroads have been giving 
living rates. They need everything 
from tacks to locomotives, and we 
own the factories which can supply 
them. 

Building 
Every village and city in our land 


is seven years behind in their build- 
ing program. They require every- 
thing from chicken coops to office 
buildings, and these wants must be 
supplied. 

Automobiles 


The automobile and tire business 
is weak in the knees at present. But 
it will recover. Autos are still in 
daily use, and the middle of any city 
street is as unsafe a gossiping place 
as it was six months ago. We will 
continue to drive cars of high and 
low degree, and remember, that every 
time the wheels revolve the automo- 
bile and its tires are that much 
nearer the junk heap. 


Roads 


Road-building projects on a large 
scale are being planned all over the 
country, and will be put through. 


Foreign Exchange 


If our foreign friends refuse to 
buy our goods or cannot do so be- 
cause of the exchange situation, re- 
member, we are years behind in 
everything in our own country, and 
we could live on our own fat for five 
years and put our own house in 
order, and get acquainted with each 
other again, and be all the better 
for it. 

Prices 


Prices are being adjusted in every 
direction, and many of them are al- 
ready dragging bottom. When you 
hit bottom you always come up; per- 
haps a little disfigured, but anyway, 
you come up. 

Salesmanship 

Salesmanship, real salesmanship, 
has come into fashion again. The 
day of the “order taker” is over, so 
get your feet out of the office; stop 
talking hard times; hot-foot it up 
the streets and down the alleys and 
byways, ‘hustling for business, and 
you will find many concerns using 
your line of material, of whose very 
existence you have been unaware. 
Keep your tail off the ground or it 
will be stepped on by some hustling 
salesman on the way to secure an 
order from one of your own cus- 
tomers. 

Go To It! 


We have the money, the credit, the 
factories, the labor, the materials, 
the brains, the initiative, and we are 
naturally optimistic. Pessimism is 
a disease and follows poor circula- 
tion. Exercise is the best cure for 
it. Go out after the orders. Put 
jazz, pep, ginger into your efforts. 
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Burn the crepe and jump on the 
crepe hangers with both feet. Wear 
out the shoe leather. You will 
probably get some business, and any- 
way it will help the shoe business. 
Forget the last five years and keep 
your eye on the next five, and dig 
for business. If you don’t, someone 
else will get it. 


Very truly yours, 


THE NATIONAL SALES & TRADING 
COMPANY. 

John N. Allen, Manager Steel De- 
partment. 


Save the Surface Meetings 

Two meetings for paint and varnish 
salesmen in Southern Ohio have been 
arranged for by the “Save-the-Surface” 
Campaign. On December 16, the meet- 
ing will be held at Dayton in the Miami 
Hotel, at 6.30 Pp. M. P. Lotz of Lowe 
Bros., Co., will be in charge. 

The next day a meeting will be held 
in the Chittenden Hotel at Columbus 
under the supervision of Giles McDan- 
iel of the E. I. DuPont deNeumors & 
Co. 

As similar meetings in many parts of 
the country have turned out very suc- 
cessfully and have been well attended 
the committee has every reason to be- 
lieve that these Ohio gatherings will be 
equally as interesting. Special speak- 
ers have been provided and ample op- 
portunity will be given for discussion 
from the floor. 


John H. Lehman Dead 


John Henry Lehman a retail hard- 
ware dealer in Elkhart, Ind., died re- 
cently in the General Hospital of that 
city. He was stricken in a railroad sta- 
tion and operated on for appendicitis, 
but severe hemorrhages set in causing 
his death. 

In addition to his activities as a pro- 
gressive hardware dealer, Mr. Leh- 
man was councilman-at-large for Elk- 
hart. He is survived by his wife, four 
daughters, one son, five brothers and 
three sisters. 


Via Wireless 


The Perkins-Campbell Co., Cincin- 
nati, has advised branch managers and 
salesmen in the territory east of the 
Missouri River that rush orders may 
hereafter be placed by wireless. 

Assistant Sales Manager Don Baker, 
a wireless enthusiast has been licensed 
and will have charge of the company’s 
station. It is planned to install equip- 
ment that will enable messages to be 
received from any commercial radio sta- 
tion in America. 


The P. D. Humphrey Co., Inc., Tiver- 
ton, R. I., has taken out a charter un- 
der the laws of that state to conduct a 
lumber, coal, paint and hardware busi- 
ness. The company is capitalized for 
$50,000. The incorporators are: P. D., 
Ira W. and Irving D. Humphrey. 

















Editorial 


Comment 








The Yard Stick of Wealth 
T's true wealth of any nation is based upon 


its resources—what it produces on its farms 

and in its mines and factories. An increase 
or decrease in production is an increase or de- 
crease of national wealth, regardless of any mone- 
tary value. Money is at best but a medium of ex- 
change. 


B USINESS, as we know it, had its origin in bar- 

ter. A man who had a surplus of food traded 
that surplus to his neighbor for clothing or other 
things of which that neighbor had a surplus. Con- 
venience alone brought money into the transac- 
tion. Money in itself is never wealth. The true 
wealth lies in the things for which money stands. 
Money conditions therefore do not always cor- 
rectly reflect wealth conditions. 


UST at this time many business men are un- 
duly concerned over the fact that the Depart- 
ment of Agriculture’s final estimate of farm crops 
shows a money decrease of approximately five 
billions over that of 1919. 


ATURALLY if we are to base our conclusions 
solely on the dollar and cents value, these fig- 
ures indicate a serious loss of national wealth. 
However, such a basis is needlessly unfavorable 
and is not borne out by the actual facts. 


HILE there is undoubtedly a slight decrease in 
the amount of wheat raised, yet the 1920 
farm crop as a whole stands head and shoulders 
above that of 1919. Our farms have produced 


more actual bushels and more actual tons of pro- 
duce than they did a year ago. The products of 
American farms will make possible the feeding 
and clothing of more people. If we were to figure 
farm produce on the prices of last year it would 
doubtless represent more in monetary value. The 








only difference is that it now sells for less money. 
That does not necessarily mean less basic wealth. 


AS a matter of fact there are hundreds of 

manufactured articles in the country to-day, 
the money value of which is less than it was a 
year ago. Farm produce is no exception. Fig- 
ured on the 1919 basis, factory production can 
easily be shown to have taken a five billion mone- 
tary depreciation. 


JOWEVER, in either case, the actual wealth is 
practically unchanged. Only the medium of 
trade or exchange has fluctuated. 


WE have the same resources we had a year ago. 

We have more farm products and fully as 
In other 
words, we have an imaginary loss of ten billions 
figured in money, which we can neither eat nor 
wear. Is there anything in such a condition to 
cause undue alarm? Certainly there is nothing 
that indicates we are basically poorer. 


much actual money in the country. 


] HEN the money value of both farm and man- 
ufactured products grew abnormally dur- 
ing the past six years, there was little complaint 
from either farmer or business man. Why com- 
plain because the monetary value shrinks some- 
what, particularly when that shrinkage is infi- 
nitely less than was the inflation, and covers both 
merchandise and crops. 


T is more than probable that the farmer’s 
bumper crop will be traded for as much in the 
things he needs as was the lighter crop of last 
year. 
O long as our basic wealth is undiminished; 
so long as there are large, well-diversified crops 
and a full amount of manufactured products, why 
cry poverty? 
N actual wealth we are as rich as ever. Only 
the book accounts differ. It is just another 
case of paper profits and paper losses. 
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Big Postal Deficit Hidden From Public 


Department’s Annual Report Juggled Telltale Figures—Parcel 
Post Paper Profits Exposed —- Sixteen Killed in Air Mail 


By W. L. CROUNSE 


WASHINGTON, Dec. 20, 1920. 

HAVE before me the Postmas- 
| ter-General’s own summary of 

his annual report upon the op- 
erations of the postal service. As 
Burleson’s Valedictory it should take 
a high rank with the gift books of 
the season, especially in view of its 
notable characteristics as a work of 
fiction. 

The summary, which is even more 
laudatory of the worst postal service 
the country has ever seen than is the 
report, comprises some 30,000 words, 
printed at the public expense for the 
obvious purpose of securing favora- 
ble notice at the hands of the Wash- 
ington newspaper correspondents, to 
whom it was distributed some days 
in advance of the fixed release date. 

The report is characteristically 
Burlesonian. It shows him in a 
dozen moods, writing under the spur 
of an unbalanced blood pressure in- 
dicated by the liberal use of capitals, 
italics and black-face type designed 
to guide the unsophisticated Wash- 
ington newspapermen in making ex- 
cerpts from this delectable compila- 
tion. 

Querulousness is the keynote. He 
criticizes Congress, rants at the rail- 
roads, excoriates the employees of the 
service, pitilessly pounds the publish- 
ers of papers and periodicals, and 
praises nobody but Burleson. 


The Miraculous Postal Service 


Who can help laughing at this ver- 


batim extract from Mr. Burleson’s 
summary of the report as it was 
submitted: 

“The present postal administra- 
tion has been one of continuous and 
permanent progress. Nothing has 
been left undone that was within the 
authority of the Postmaster General 
to do to effect readjustments in the 
interests of the people as a whole 
and not in that of any special class. 

“The Air Mail service, which has 
been operated successfully since its 
inauguration May 15, 1918, has been 
extended across the continent and 
collaterally and further extension by 
contract service inaugurated. 

“The Parcel Post service, both do- 
mestic and international, has been 
greatly extended, and facilities for 
handling parcels improved, 260 for- 
eign countries and colonies now being 
reached by this service. 

“City delivery service has been ex- 
tended, the established service in all 
the larger cities materially improved, 
and the Government-owned motor- 
vehicle service, inaugurated in 1914, 
has been established in 163 cities. 

“The Railway Mail service has 
been operated with increased effi- 
ciency under the space system, facili- 
ties for the handling of mail im- 


proved and the service firmly estab- 
lished upon a scientific basis. 

“War conditions have been over- 
come in the foreign mail service, 
which has been brought back to nor- 
mal and rapidly improving. 
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“The Money Order service and the 
Postal Savings system have rapidly 
recovered from war conditions and 
are in most satisfactory operation. 

“The Rural Mail service was ex- 
tended during the fiscal year to more 
than 600,000 additional persons, and 
the facilities of the service systema- 
tized and improved. 

“There has been still further im- 
provement in the Registry and In- 
sured Parcel Post systems, and the 
method of handling dead letters. 

“Salaries. of employees in all 
grades have been increased, and 
working conditions and conveniences 
improved wherever possible.” 


A Few Facts 


Of course, the facts are: That the 
Air Mail service, in which nearly a 
score of men has been killed, has 
proven a failure, and has been cut 
down by Congress, which promises to 
still further curtail it; the extension 
of the Parcel Post service has thor- 
oughly demoralized the handling of 
first-class letter mail; the substitu- 
tion of motor vehicles in the big 
cities for the pneumatic tube service 
formerly in use has shown a greatly 
reduced efficiency besides increasing 
the risks to the lives and limbs of 
pedestrians in the congested centers; 
the reduction of the Railway Mail 
service and the substitution of the 
space system has greatly delayed the 
fast mails; the Foreign Money Order 
service has robbed thousands of hard- 
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working men and women, through the 
operation of a cast-iron schedule of 
exchange rates far above those of- 
fered by banking institutions; the 
general public pays a heavier rate on 
account of the deficit in the rural 
mail service than ever before; the 
average period required for the pay- 
ment of claims for lost parcels is 
longer than ever; and finally, the in- 
creased salaries of employees, to 
which Burleson points with pride as 
an important accomplishment of his 
administration, have been raised over 
his own protest and against his most 
stubborn opposition, as is frankly ad- 
mitted in another chapter of his re- 
port. 
Raps Congress’s Knuckles 

Confessing to a deficit for the last 
fiscal year of $17,270,482.72, the 
Postmaster-General charges that but 
for the effect of the increased salaries 
voted by Congress over his veto, and 
the extra compensation awarded to 
the railroads by the Interstate Com- 
merce Commission against his most 
strenuous opposition, there would 
have been a surplus. Referring to 
the measure passed by the House 
and Senate providing the postal em- 
ployees with a small percentage in 
crease in their absurdly inadequate 
pay, Burleson says: 

“But for the ill-advised action 
taken by Congress in joint resolu- 
tion No. 151, there would have been 
no deficiency for the fiscal -year; on 
the contrary, there would have been 
a surplus of $18,427,917.28. 

“The  Postmaster-General feels 
constrained to point out that if a 
prompt halt is not called and such a 
policy is persisted in, there will be 
a deficiency for the next fiscal year 
of approximately $36,000,000, and 
the Postal Establishment wiil cease 
to be self-supporting, as it should be, 
and will become a constantly increas- 
ing burden upon the General Treas- 
wey.” 

The last paragraph appears in 
heavy black type. The Postmaster- 
General evidently overlooks the fact 
that jhe will have nothing to do with 
the operation of the postal service 
during the next fiscal year. 


Urges Government Ownership 


Very early in this very interesting 
summary Mr. Burleson mounts his 
old hobby, Government ownership of 


the telegraph and telephone. He 
says: 
“The Postmaster-General renews 


his previous recommendation that the 
telegraph and telephone systems be 
acquired and operated as a part of 
the Postal Service. The telegraph 
facility is now a part of the postal 
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systems of the principal foreign 
countries and forms a natural ad- 
junct to the mails in the transmis- 
sion of communications. The prin- 
ciple upon which opposition to Gov- 
ernment ownership is usually based 


should not apply to the exclusive 
Government control of these utili- 
ties.” 


As the circulation of the Postmas- 
ter-General’s annual report in the 
insane asylums and bughouses of the 
country is very limited, it is improb- 
able that his observations will raise 
up many advocates for Government 
control of the telegraph and tele- 
phone. If any feature of Federal 
regulation of public utilities during 
the war period was a more colossal 
failure than the mismanagement of 
the railroads, it was the Burlesonian 
tangling of the telephone and tele- 
graph. Never again! 

Post 


Increased Cost of Parcel 


Taking up the subject of the Parcel 
Post, the report shows that while 
the cost of delivery per parcel de- 
clined from $0.0104 in 1913 to $0.006 
in 1916, it increased in 1917 to 
$0.0072, and in the last fiscal year 
just ended, to $0.0145, the highest 
since the inauguration of the service. 
Mr. Burleson frankly admits that a 
part of this increase is attributable 
to the increased size of the parcels 
which he has authorized, thus con- 
tributing his own evidence in sup- 
port of the charge frequently made 
in behalf of the retail merchants of 
the country, that the use of this 
service by the big mail-order houses 
for the transportation of heavy ar- 
ticles of merchandise has substan- 
tially increased the burden borne by 
the Treasury on account of the Par- 
cel Post. 

Without a scratch of the pen in the 
way of a continuous record upon 
which to base even a fair approxima- 
tion, the Postmaster General makes 
the following bald assertion designed 
to hoodwink the taxpayers of the 
country into believing that the Par- 
cel Post is not only self-sustaining 
but actually profitable: 

“It is estimated that the revenue 
derived from parcel-post matter is 
now approximately $150,000,000 an- 
nually, indicating a profit of about 
$10,000,000 per annum. This is the 
only transportation agency which has 
not increased its rates or declared 
embargoes or priorities, and which 
now transports and delivers merchan- 
dise with the same celerity as before 
the war.” 

One 


Immediately following this state- 
ment is the frank admission that the 


Fortnight’s Record 








73 





only figures upon which the Depart- 


ment bases its extravagant claims 
were collected during a single fort- 
night in October, 1919. Mr. Burle- 
son says: 

“Due to the abnormal conditions 
which prevailed as the result of the 
war, the department found it im- 
practicable from April, 1917, to Oc- 
tober, 1919, to keep any statistical 
record of the parcel-post handled. 
From Oct. 1 to Oct. 15,° 1919, such 
record was made, and this disclosed 
that while the increase in the actual 
number of parcels mailed was not so 
pronounced, the total weight of par- 
cels carried, and the postal revenue 
derived therefrom increased more 
than 55 per cent. This was directly 
due to the extension of weight limits 
from 50 to 70 pounds in the first 
three zones and from 20 to 50 pounds 
in all other zones.” 

Every retail merchant who has 
ever been obliged to give thought to 
the competition of the big mail-order 
houses—and what merchant has not? 

will be interested in the following 
statement by the P. M. G.: 


Those Wise “Old Patrons” 


“Not only are additional ecmmer- 
cial and industrial concerns con- 
stantly availing themselves of this 
convenient and economical method of 
transportation, but with the in- 
creased weight limits the older pa- 
trons of this service are now con- 
solidating into one package a num- 
ber of parcels for a single customer 
which were formerly mailed sepa- 
rately, and are sending by parcel-post 
heavier parcels which previously 
were shipped by freight or express.” 

Mr. Burleson evidently did not 
think it was necessary to identify 
“the older patrons of this service” in 
full. The mail-order octopi are suffi- 
ciently well known to make it un- 
necessary to include their names and 
portraits in this holiday publication. 

It also appears that other factors 
in the added volume of business of 
the parcel-post during the past year 
or two have been the admission of 
fruits and vegetables, together with 
a provision for returning perishable 
parcels without awaiting the prepay- 
ment of the necessary additional post- 
age; also the handling in the parcel 
post of a few thousand bricks and 
other structural material required for 
bank buildings in remote regions 
having no other transportation facil- 
ities. 

Monopolizes Mail Facilities 


If that did not explain why the 
transportation and delivery of your 
first-class mail has been so defective 
during the past year, you will receive 
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enlightenment from the foilowing 
statement concerning the parcel post: 

“While the Department is constant- 
ly giving attention to the improve- 
ment and extension of this branch of 
the service, its growth has been so 
phenomenal that it has required the 
utmost vigilance and effort, and 
greatly increased expenditures, to 
provide the necessary additional fa- 
cilities, such as floor and platform 
space, vehicular equipment, clerical 
and carrier assistance. In many 
cities the post-office quarters avail- 
able in Federal buildings, constructed 
years ago, have long since been out- 
grown, necessitating the leasing of 
large areas of space at high rental 
rates. 

“There is no question that this 
service will continue to expand in fu- 
ture years, requiring increasing ap- 
propriations, if its needs are to be 
adequately met, and the department 
must take steps to provide facilities 
for the service. Facilities must be 
increased to meet the volume of busi- 
ness or the volume of business must 
be reduced to the capacity of our 
present facilities. 

“The number of parcels is becom- 
ing so great that in the large cities 
facilities should be had at the rail- 
road depots or as convenient to the 
depots as possible for their handling. 
A number of stations have been 
rented in the large cities as conveni- 
ently located as possible to the depots 
for the purpose of handling parcel 
post. In such instances the larger 
parcels will be segregated from the 
other mail and handled from these 
depots.” 


Premiums Four Times Indemnities 


The insurance companies of the 
country will get a big thrill from the 
perusal of that feature of the report 
devoted to the indemnity operations 
of the parcel-post service; in part as 
follows: 

“Insurance was extended to all par- 
cel-post shipments upon which the 
consignor desired protection against 
loss, though a large percentage of 
parcels diverted from freight and 
express channels, during transporta- 
tion difficulties, consisted of perish- 
able foodstuffs. As a result of these 
diversions the number of parcels in- 
sured during the year reached the 
enormous total of 95,384,808 on 
which the insurance fees amounted 
to $5,415,861.24, an increase in num- 
ber of parcels insured of 25,386,919, 
or 36.27 per cent over the previous 
fiscal year 1919. 

“There were approved during the 
year 154,754 claims for indemnity on 
account of insured parcels mailed 
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during the fiscal year 1920, amount- 
ing to a total of $1,379,060.32, an 
average of $8.96 per claim.” 

From these figures it will be seen 
that the Post Office Department is 
collecting in premiums four times the 
amount it is paying in indemnities; 
in other words, that this branch of 
the service could be self-sustaining 
with the premiums at one-fourth the 
rates charged. If any private insur- 
ance company attempted to operate 
on such a schedule, the Post Office 
Department would promptly issue a 
fraud order against it, and the At- 
torney General would seek to put its 
officers in jail. 
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It occurs to me that the figures 
here presented covering the total 
amount of the indemnities paid would 
be a good deal bigger if the Depart- 
ment settled its claims as promptly 
as even the sfow-moving express com- 
panies are required to do. At this 
moment I have a claim against the 
Department for a Christmas present 
which I sent to a friend a year ago, 
payment of which has thus far been 
refused on the ground that the postal 
officials have been unable to locate my 
friend, who, however, has signed doc- 
ument after document, and has aided 
me in every way in my effort to se- 
cure payment. 


Praeger’s Deadly Fad 


ND now we come to the Air Mail, 
f the deadly fad of Second As- 
sistant Postmaster General Praeger. 

In referring to this service a few 
weeks ago, I stated that my own 
memoranda showed a death list of no 
less than thirteen since the organiza- 
tion of the Air Mail. I must apolo- 
gize. Mr. Burleson’s report shows 
that sixteen have been killed. 

I find I also made another error, 
as I referred to the poor fellows who 
lost their lives as “air pilots.” As 
a matter of fact, five of those killed 
were mechanicians, and two of them 
not pilots at all, according to Mr. 
Burleson, “lost their lives on the 
ground.” 

This shows an amazing degree of 
efficiency in the Praeger service. 
Now and then a pilot in the European 
air mail service is killed while flying, 
although we rarely hear of such ac- 
cidents. But Praeger goes Europe 
one better. He kills ’em on the 
ground, too. 


Those Burned Letters 


I have carefully examined Mr. 
Burleson’s summary for a statement 
concerning destruction of valuable 
mail matter by burning during the 
past fiscal year, but find no reference 
whatever to that phase of the sub- 
ject. It is evidently a sore point with 
the Postmaster General who, doubt- 
less, thinks that the less said about 
it the better. 

In view of the shocking record of 
the air mail since its organization, 
Congress last year applied the prun- 
ing knife unsparingly and let the De- 
partment with very little under di- 
rect control except a single route for 
Praeger to play with. Notwithstand- 
ing the undenied and undeniable 
facts in connection with the monu- 
mental failure of this service, the 
Postmaster General has the effront- 
ery to roast Congress in terms which 


an irate pedagogue might employ to- 
ward a truant pupil but which cer- 
tainly ought not to have been used 
in an official document addressed by 
an executive officer to the body 
charged by the Constitution with 
framing the laws which he is bound 
by his oath of office to obey. Mr. 
Burleson says: 

“The Postmaster General has from 
time to time urgently recommended 
to Congress a fuller development of 
the air mail service. The plan of the 
Department has been not only to es- 
tablish this expeditious service be- 
tween the principal commercial cen- 
ters but to connect them with the 
gateways on our seacoasts and on our 
Northern and Southern boundaries in 
order to expedite mail to foreign 
countries, notwithstanding that the 
business interests of the various 
large communities were keenly alive 
to the importance of this expeditious 
mail movement and were willing to 
contribute heavily to the establishing 
of air-mail fields and hangars, Con- 
gress failed to respond to these rec- 
ommendations in a manner that 
would have enabled the Department 
to better meet the needs and de- 
mands of the important cities. Not 
only have the business interests of 
the country urged and supported the 
proposed comprehensive air mail, but 
the military authorities have given it 
enthusiastic support as a peace-time 
nucleus which the country would need 
seriously in the event of war. 


Post Office Would “Point the Way” 


“In a study of the question of en- 
couraging civil aviation, the General 
Staff of the Army points out the 
economy of developing commercial 
aviation in time of peace as a foun- 
dation for sudden and large expan- 
sion in time of war, and sets forth 
the impracticability of making im- 
mense appropriations for military 
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aviation in times of peace in order 
to enable the military service to 
speedily cope with a war situation. 

“The Post Office Department has 
endeavored to point the way to prac- 
tical commercial operation of air- 
planes in its operations of the air 
mail, and it has brought the work to 
the point where it will be possible to 
make contracts with commercial en- 
terprises for carrying the mail in 
connection with passenger and other 
traffic. It recommended legisiation 
that would permit the Department to 
make such contracts, but Congress 
responded to this in an insufficient 
manner by the adoption of a provi- 
sion in the law which requires that 
contracts for mail by airplane shall 
not result in a greater cost for trans- 
portation of the mail than by train.” 

Here Burleson lets the cat out of 
the bag. If Praeger were not at the 
present time on a junket at the tax- 
payers’ expense, it would be a fair 
assumption that he is the author of 
this chapter of the report, and it may 
be that he wrote it before leaving for 
Madrid. In any event, the excerpt 
which I have quoted shows clearly 
that, instead of regarding the air 
mail as an adjunct of the postal serv- 
ice, to be instituted and expanded 
only as the reliability of the airplane 
is demonstrated by its use in the 
Army and Navy, and in commercial 
aviation, many pilots are being killed 
and much valuable mail destroyed in 
Praeger’s misguided effort to de- 
velop aviation for the national de- 
fense and for commercial purposes, 
matters which are no more the busi- 
ness of the Postal Service than is the 
conversion of the heathen in foreign 
lands. 


Does He Mean Director General Hines? 


I will close this painful narrative 
with another brief excerpt from the 
summary before me, which includes 
a querulous complaint by the Post- 
master General against certain mys- 
terious “public functionaries” whom 
he charges with conspiring to oppose 
him in his fight against fair pay to 
the railroads which he waged before 
the Interstate Commerce Commission 
as follows: 

“The Department regrets to state 
that in its efforts to afford the public 
the benefits of a speedy, reliable 
transportation service at a reason- 
able cost, it did not have the co-opera- 
tion of certain public functionaries 
who should be interested in the main- 
tenance of an efficient and econom- 
ically administered postal service, 
and whose unselfish aid it might rea- 
sonably expect to enlist. 

“It is clear that the Post Office De- 
partment’s contentions were rational, 
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and that the increased cost of trans- 
portation of the mails cannot be con- 
sidered as permanent but in common 
with other unusual expenditures in 
commercial and governmental activi- 
ties, are transient phases of the eco- 
nomic convulsions incident to the 
World War. The Department, how- 
ever, insists that the rates fixed are 
too high, even under the circum- 
stances related, and at once peti- 
tioned the Interstate Commerce Com- 
mission for a rehearing of the case 
in accordance with the provisions of 
the statute, and it is believed that 
the operation of the service under 
the new rates will demonstrate that 
they are excessive and illogical, and 
that the Commission will ultimately 
make equitable adjustment.” 
No Record of Railway Mail Deficit 
For the evident purpose of mis- 
leading the public into the belief that 
the patriotic Postmaster General is 
still fighting valiantly before the In- 
terstate Commerce Commission to 
prevent the railroads from looting 
the Treasury, he neglects to say that 
the petition for a rehearing in the 
railway mail pay case, to which he 
refers, was denied by the Commis- 
sion many months before this report 
was written after a careful review 
of all the evidence and arguments. 
But that’s nothing. You will in 
vain hunt this summary through 
from end to end to find a statement 
of the amount declared by the Com- 
mission to be due the railroads from 
the Post Office Department. Its pub- 
lication would make the confessed 
seventeen-million-dollar deficit look 
like thirty cents. 


Gamble Heads New 
Dealer Jobbing House 

The Southeastern Hardware Corpor- 
ation has been officially organized with 
fifty member firms, on the plan of other 
dealer owned jobbing enterprises, and 
is expected to begin actual operations 
shortly after the first of the year. No- 
body but retail hardware dealers will 
be permitted to hold stock in the corpor- 
ation. The first warehouse of the cor- 
poration is to be opened at Atlanta. 

The following is the complete per- 
sonnel of the officials and board of di- 
rectors and executive committee of the 
company: 

President and manager, J. R. Gamble, 
Montgomery; first vice-president, J. P. 
Morton Bessemer; second vice-presi- 
dent, G. S. Meserve, St. Augustine, 
Fla.; third vice-president, R. E. Jar- 
man, Jr., Baxley, Ga.; fourth vice-presi- 
dent, O. K. Jones, Sweetwater, Tenn.; 
directors, H. O. Dowling, Ozark, Ala.; 
S. Kendrick Guernsey, Orlando, Fla.; 
H. F. Jarrell, Lagrange, Ga.; Hugh C. 
Ross, Jackson, Tenn.; executive commit- 
tee, J. R. Gamble, chairman; O. K. 
Jones, R. E. Jarman, Jr., G. S. Meserve. 
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American Chain Co. 
Personnel Changes 


Three important changes in the ex- 
ecutive personnel have been made by 
the directors of the American Chain 
Co., Bridgeport, Conn. 

Walter M. Taussig, formerly general 
sales manager and treasurer, has been 
elected second vice-president, a newly 
created office necessitated by the grow- 
ing need for another executive to direct 
the rapid expansion of the company. 
He will continue to keep his office at 
Grand Central Terminal, New York. 
Mr. Taussig is also, and has been for 
many years president of Wiebusch & 
Hilger, Ltd., 106-110 Lafayette street, 
New York. He joined the American 
Chain Co., as general sales manager 
and treasurer, at the time of its reor- 
ganization about six years ago. 

The office of general sales manager 
has been taken over by A. P. Van 
Schaick, who has aided Mr. Taussig as 
assistant general sales manager. Mr. 
Van Schaick will also be at the New 
York office and will have complete su- 
pervision over all sales. 

The duties of treasurer will be as- 
sumed by Wilmot F. Wheeler, produc- 
tion manager, located at the plant in 
Bridgeport. 





“A Hankbook for Drillers” has re- 
cently been published by The Cleveland 

Twist Drill Co., Cleveland, which er 
deavors to make the twist drill and its 
use clear even to the man who has no 
technical nor mechanical knowledge. 
It is a forward step toward clarifying 
a much misunderstood subject. 

The Handbook defines and describes 
the various parts of a twist drill, ex- 
plains the purpose for them, gives valu- 
able points on grinding, and an as- 
sorted number of miscellaneous helps 
for drillers, all in simple and concise 
language that can be readily understood 
by any layman. 

This little volume is in reality a thor- 
oughly revised, rewritten and reillus- 
trated edition of “Uses and Abuses of 
Twist Drills,” which was published 
some time ago by The Cleveland Twist 
Drill Co. 

The salesmen of the Automobile Sup- 
ply Co. of Chicago, Ill., were entertained 
recently at dinner, theater and supper 
after the theater by the officials of the 
American Hammered Piston Ring Co. 
of Baltimore, Maryland. 


“Royal Breezes,” a dealer’s house or- 
gan published by The P. A. Geier Co., 
Cleveland, contains an interesting item 
in the December issue on the subject of 
selling electric cleaner attachments. 
The author points out that the offer of 
attachments is too frequently an after- 
thought on the part of the salesman and 
that more successful results will follow 
if the cleaner and attachments are pre- 
sented to the housewife as a complete 
cleaning service rather than as a ma- 
chine with accessories. 
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How Hardware Men Are Advertising Pipeless Furnaces, 
Heaters, Oil Stoves, Household Helps and Fencing 


Always a Market for Auxiliary Heaters 
(2 cols. x 9 in.) 

As long as there are any cold breezes 
blowing about, there will be a market 
for heating devices auxiliary to the 
main heating plant. 

It is surprising how a few ads will 
move people to buy gas and oil heaters. 
The advertising did not make the actua] 
need any greater, but by emphasizing 
the need, it got results. 

Plenty of people there are who will 
work through two months of petty dis- 
comfort and wind up in February by 
getting an auxiliary heating device. 
Get these folks sooner by firing a few 
ads at them. Like this one from the 
Joplin Hardware Co., Joplin, Mo., for 
instance. 

D. E. Smith of the firm sent us the 
ad along with some others and said: 
“Any suggestions for betterment would 


American Fence | 


ORIGINAL AND_.GENUINE 





! 
| 
| 
| 





| 
| 


i ? 


—— —— - 


The J. G, DePrez Oo, 





Shelbrviile's Greatest Store 


How the retailer uses “general 
publicity” 


be cheerfully received. We are strong 
believers in advertising and are always 
looking for suggestions for bettering 
our advertising.” 

We think this ad just about O. K. 
The copy is as smooth as glass and 
winds in and out of the display lines in 
a very easy and readable style. In fact, 


we would direct special attention to 
this feature of the Joplin ad. On sec- 
ond inspection of this ad, you will no- 
tice that the display lines are part of 
the copy and that this idea works out 
by making the whole ad easier to read 
by eliminating pauses due to display 
lines breaking the text as is the ordin- 
ary procedure. 

The display is well worked out. The 
adman, realizing that he had quite a 
bit of heavy display type, uses a light 
hair-line border to balance the display 
plan. The cuts are well placed. The 


For That Chilly Feeling 
Morning and Evening 


iust add a Reznor Original Reflector Gas Heater 
or a Perfettion Coal Oil Heater to your stove 
equipment. 


They Do the Work With 
Very Little Cost 


Original 
Reflection 
Reznor 
Gas Heater 


has many imitators, 


but no equals. Made 
| in eight sizes to suit 
| any room in your 
house. 





The Genuine 
Perfection 


Coal Oil Heater 


for your bathroom, bedroom or 
sitting room. Just what you need 


| 
where you have no gas. Thvee 





styles to choose from. 


JOPLIN, Mo. 


622-24 MAIN 
THE HOUSE WITH THE GOODS. 





Good ad on gas and oil heaters 
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firm signature is neat. The ad has lots 


of “pep.” 
Handy Helps 


(3 cols. x 9 in.) 

The Romaine Hardware Co., Inc., 
Hackensack, N. J., sent us this ad 
which is a snappy presentation of 
household helps. 

A happy combination of accessories 
is spread before the housewife and this 
is the real strength of the ad. Along 
with each item is a very readable run- 
ning comment followed immediately by 
price. 

Notice the suggestion which accom- 
panies the sponge towels. A new way 
to dry dishes is virtually the message 


j 








Helps For House Cleaning | 


SCRUB CLOTHS 39¢ and 25¢ each 
A handy cloth to mop up odd places 
SPONGE CLOTHS 25e each 


These have many uses. Can be used as @ wash cloth, 
dish cloth, or to clean bath tubs, wash basins, etc 
SPONGE TOWELS 4Se each 
These look good to usO Can be used for drying dishes 
and kindred work. They should stand 





a lot of hard wear e 
‘1 
BROOM COVERS .. . 39¢ each 4 
For brushing down walls, and getting those i" 
elusive cobwebs } 

RUBBER APRONS $1.25 each 

In attractive pink and blue check patterns. Water- 
proof and just the thing to slip over a good dres ‘{ 
DUST-ABSORBING FLOOR BRUSHES $1.35 each 4 
These are wider than the usual floor dust mops, and 

sos ae iba loc d Nasty bead op 5 
PUST-ABSORBING HAND DUSTERS 69¢ each { 


Will get the dust in a hake them out of 
the window, the place where the dust should b | 
| 


hurry. Then 





Romaine Hardware Co., Inc. 
1se Main Street. Tel. 1302 Hackensack, N. J. 





beaten a 





Featuring handy helps for housewives 


of this running comment. Ideas like 
this put punch into your publicity. 

Note also the mention of the fact 
that the dust-absorbing floor brushes 
are wider than the usual floor dust 
mops. This is a suggestion that makes 
a strong practical apreal to the average 
housewife. 

















December 23, 1920 


An ad like this one is good to run 
any time. Inasmuch as Saturday is a 
popular house-cleaning day, it might 
be a good idea to give an ad like this 
one a run on Thursday night. 


General Publicity for the Retailer 


2 cols. x 4 in. 


The retailer is not supposed to be in 
a position to use general publicity. He 
is supposed to cash in on general pub- 
licity. But, as a matter of fact, the 
hardware retailer is quite fond of gen- 
eral publicity type of ads and he uses 
them frequently. 

The De Prez ad on American Fence 
is a general publicity ad or in other 
words an ad which features the arti- 
cle without any attempt to influence 
the reader by argument, persuasion, or 
by sales talk of any nature. In this ad, 
the De Prez Co., (Shelbyville, Ind.) 
merely wish to remind their customers 
that they can buy the genuine Ameri- 
can Fence at the De Prez store. 

This ad was used in the De Prez 
store paper and an ad on this order is 
good material for a store paper which 
runs at the same time regulation rea- 
son-why advertising. General publicity 
copy can be used in the newspaper by 
the retailer with good results but it is 
advisable to keep your percentage of 
this style of copy low as compared with 
regular selling announcements in which 
sales arguments are used and prices 
quoted. 


TRADE NOTES 


Clifford Frank Brewer, who con- 
ducted a hardware store in East Hart- 
ford for several years, died. recently at 
his home in that Connecticut town after 
a long illness. He was born in East 
Hartford, March 5, 1879. During the 
last part of his life he traveled for a 
Chicago packing house concern. 





Louis Brainard, mechanical engineer, 
Colt’s Patent Fire Arms Mfg. Co., 
Hartford, Conn., died recently at his 
home in Rocky Hill, in his fortieth 
year. 





Edward V. Hickey, export manager, 
Gillette Razor Co., Boston, spoke be- 
fore the Boston Credit Men’s Associa- 
tion at Young’s Hotel, last week, on 
Foreign Market conditions. He stated 
that the trade mark, Made In America, 
carries more weight everywhere in Eu- 
rope and the Orient than the stamp of 
any other nation in the world. 





The Hampden Toy Co., Westfield, 
Mass., has been reorganized under the 
name of the Hampden Toy Co., with a 
capital of 3000 shares of common stock 
of no par value, and 3000 shares of pre- 
ferred, par $100. All of the common 
and 540 shares of the preferred are is- 
sued. Clinton E. Bell, 13 Avon Place, 
Springfield, is president and treasurer. 
The names of Myron A. Gilman and 
Leland M. Gilman do not appear in the 
incorporation papers. The reorganiza- 
tion includes the business formerly con- 
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ducted by Charles M. Smith and Wil- 
liam P. Marculier under the name of 
the Auto Toy Co., which was purchased 
by Myron A. and Leland M. Gilman as 
The Hampden Toy Co., on Aug. 2, 1920. 


For Your Bicycle Tires 


Most progressive hardware dealers 
carry tires for bicycles, and it is often 
a perplexing problem to display them 
to advantage. 

One of the handiest devices for this 
purpose is illustrated herewith. It con- 
sists of a circular wood base mounted 
on casters, and supporting a rack of 
% in. pipe, over which the tires are 
placed, as shown in the illustration. 

The rack stands about 4 ft. in height, 
and is just wide enough to fit inside 
the tires. It consists of four uprights, 
attached to the circular base with flow 


| ta. ry 





























at the 
cross-bars which radiate from a 4-way 
connection. 


plates and connected top by 


A rack of this type will accommodate 
a good stock of bicycle tires, and is a 
substantial and attractive store fixture. 
It can be easily made in any ordinary 
store shop at very little expense. 


Pittsburgh Meeting 


The regular monthly meeting of the 
Pittsburgh Retail Hardware Dealers 
Association was held last Friday even- 
ing, Dec. 17, having been advanced a 
week since the regular meeting date 
would have been Christmas eve and a 
night when many retailers would have 
kept their stores open. Miss Emma P. 
Warren, of the U. S. Bureau of Mines, 
gave an interesting talk, her subjett 
being “Conservation of Natural Gas.” 
She spoke chiefly of burners which in- 
vestigation and experiments by the Bu- 
reau of Mines had disclosed meant con- 
siderable saving of gas. The election of 
officers resulted as follows: President, A. 
Reed Orr, Homestead, Pa.; Saml. K. 
Waring, Wilkinsburg, Pa.; A. R. Smith, 
McKees Rocks, Pa.; vice-presidents, 
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Mark Quinn, Braddock, Pa.; James 
Scott, Carnegie, Pa.; John J. M. Trux- 
all, McKees Rocks, Pa.; Gustave 
Schultz, Carnegie, Pa.; treasurer, 
Theodore Backoefer, Pittsburgh, Pa.; 
secretary, Chas. W. Scarborough, Pitts- 
burgh, Pa. 





The Butts & Ordway Co., Boston, 
heavy hardware, has taken out group 
insurance for its seventy-five odd em- 
ployees, which provides insurance rang- 
ing in amounts from $100 to $1000, 
according to the length of service of 
the employee. This company is the first 
of its kind in that city to so protect 
its employees, and the second concern 
connected with the hardware industry 
in Boston to take out such a policy. 
The Chandler & Farquhar Co. was the 
first concern in that city to issue group 
insurance to its employees. 

Frederic Iver Johnson, son of the 
founder of the Iver Johnson Arms & 
Cycle Works, Fitchburg, Mass., and 
who succeeded his father as president 
of that corporation, died recently at his 
home in that city of heart trouble. In 
recent years he was interested in the 
manufacture of pneumatic tires and 
piano players. Mr. Johnson was born 
in Worcester, Mass., Oct. 2, 1871. He 
was a member of the Hardware Club, 
New York. 

The American Toy Battleship Co., 
Soston, capitalized for $200,000, con- 
sisting of 30,000 shares of common and 
10,000 shares of preferred, the par 
value in each instance being $5, has 
taken out a Massachusetts charter. 
William L. Thompson, 86 Devonshire 
St., Boston, is president, and Hyman 
Philips, 7 Bosworth St., treasurer. 





A. E. Rockwood, formerly with Cut- 
ter & Wood Supply Co., Boston, mill 
supplies, is now associated with the 
sutts & Ordway Co., that city, heavy 
hardware. 


MUULTIAMANAAAALEMENAALA 


TMM 


A PROSPEROUS 
NEW YEAR 

HARDWARE AGE wishes its 
many readers prosperity for 
the year 1921. Great things 
will be accomplished during 
the coming twelvemonth and = 
hardware men can get as 
they put 
Snap Into It! 


much result as 


forth effort. 


UT 








78 





HARDWARE AGE 


The Business Quiz—No. 6 


Question No. 1—What redress are you entitled to if a tenant 
fails to pay his rent? 

Question No. 2—By what action is a lease terminated? 

Question No. 3—What is meant by an Injunction? 

Question No. 4—How many kinds of paper money are in circu- 
lation in the United States? 

Question No. 5—What is meant by a “Balance Sheet” in busi- 
ness? 

Question No. 6—What are the fundamentals of successful ad- 
vertising? 


Answer to Business Quiz No. 6 


Answer No. 1—If a tenant fails to pay his rent you may have 
recourse to the following remedies. (a) Sue and recover judgment 
on any property the tenant may possess; (b) A duly credited offi- 
cer of the court may take possession of the personal property of 
the tenant and if the case is decided against the tenant, said 
property is sold and proceeds applied in payment of the rental 
debt. 

Answer No. 2—A lease is terminated by: (a) Expiry of period; 
(b) Breach of covenants; (c) Surrender; (d) By extinguishing of 


title; (e) By notice given. 


Answer No. 3—An injunction notice or command prayed for by 
one party before a court of equity restraining another some par- 


ticular deed or action. 


fifty-four, as follows: 


| 


kinds. 
thousands, one. 


Answer No. 5—A balance sheet is an accurate statement com- 
piled to ascertain the exact position of a business or undertaking 


at a given date. 


Answer No. 6—The fundamentals of successful advertising 
(a) First aid to the buying public; 
(b) Readable type, original display, good customs, clear cuts; 
(c) Clear expression, plain forceful language; (d) New presenta- 
tions, distinct styles, clever merchandise; 
logical presentation of facts; (f) Justice to customer and mer- 
chandise in descriptions; (g) Absence of misleading and veiled 
statements; (h) The store’s personality reflected. 


consists of the following: 


NL 
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Fives, fifties and one hundreds, six kinds. 
Five hundreds, four kinds. 


Answer No. 4—According to the “American Banker” there are 
Ones, twos and one thousands, four kinds. 


Ten and twenties, seven 
Ten thousands, two, and five 


TUUDEUDOUAUANT ALATA TALENT GAN NATE 
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(e) Systematic and 
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“Twisted Facts” Wins Praise 


PLANTSVILLE, CONN., U. S. A., 
Dec. 9, 1920. 
HARDWARE AGE, 
New York City. 
GENTLEMEN :— 

The editorial in your issue of 
Dec. 9 entitled “Twisted Facts” is 
exceedingly interesting. 

If the newspaper in New York 
City to which you refer is the one I 
have in mind it is the one I have read 
for many years, and I seem to re- 
member having seen or heard that 
the intention was to put up a new 
and modern building on an important 
site that it had bought in lower 
That purchase was made 


Broadway. 


just about the time that war condi- 
tions compelled advances in the price 
of steel, and there seemed to be 
occasionally a strain of resentfulness 
in that paper because of such ad- 
vances, 

Now that some items have come 
down that should, in all common 
sense and fairness, be reduced; in 
fact, that must be reduced, items into 
which cotton, wool, rubber and such 
materials are the main ingredients, 
that paper seems to have taken par- 
ticular pleasure in trying to convey 
the impression that steel should come 
down from a source that has not ad- 
vanced its prices as much as it 
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should, namely the United States 
Steel Corp. 

Everybody who follows our busi- 
ness knows that the United States 
Steel Corp. has been more than fair; 
with all of the advances in wages 
that they have voluntarily given they 
have for nearly two years held their 
base prices at Pittsburgh at nearly 
half of what the independents have 
demanded on steel bars, for instance. 

I have always thought it did more 
harm than good to convey the im- 
pression, because the independents 
have reduced their price to that of 
the United States Steel Corp., that 
there was a radical reduction in the 
price of steel at its main and fairest 
source, a source that is not only one 
of the best examples of fair business 
in this country and the world, but a 
source that is not only one of the 
best examples of fair business in this 
country and the world, but a source 
that has done more than even the 
government to check Bolshevism 
here. 

It can also be very well claimed 
that those manufacturers of hard- 
ware who have hogged it because the 
opportunity was there will have to 
act, sooner or later, as the inde- 
pendent steel mills have, but those 
manufacturers who have only ad- 
vanced their product in reason and 
who have not been opportunists will, 
like the United States Steel Corp., 
be unable to make reductions, and 
without making reductions their 
prices will be found to be fair for a 
long time. It is fairness and square- 
ness of this kind that should be 
appreciated by all the trade and is 
appreciated by most of it. 
Respectfully, 

Louis H. SCHMITT, 
Vice-Pres. and Secy. 
H. D. Smith & Co. 


(Signed) 


Hardware Man Honored 


Robert H. Treman, president of the 
Treman, King Co., Ithaca, N. Y., has 
been re-elected a Class A director of 
the Federal Reserve Bank for a term of 
three years. He first became a director 
in 1914. During the recent illness of 
Gov. Strong, Mr. Treman acted as 
Deputy Governor. 


The Southern Division of the Corn- 
ing Glass Works, located at Kingsport, 
Tenn., went into operation last week. 
This plant is No. 4, and will be an 
exclusive Pyrex factory to serve par- 
ticularly the South. 

The factory represents an invest- 
ment of over a million dollars. Between 
250 and 300 men will be employed. 
The company has purchased a number 
of model houses from the Kingsport 
Improvement Association for the ac- 
commodation of its employees. 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Dec. 20, 1920 

NE of the largest jobbers in New 

York recently characterized pres- 

ent business conditions in the local 
hardware market as “fundamentally 
normal for this season of the year.” 
The opinion of this particular jobber 
epitomize the general consensus of 
opinion among the large majority of 
jobbers and dealers in this section, and 
are summarized herewith for that 
reason, 

Although retail buying is at present 
slack, he is strongly inclined to hold sub- 
stantially optimistic convictions about 
the business outlook for 1921. 

He believes, in view of the fact that 
many manufacturers have shown a ten- 
dency to guarantee prices for extensive 
periods, that a greater general stability 
may be expected in the hardware mar- 
ket during the next year. Although 
not advocating in any sense loose buy- 
ing, he sees an economic danger in the 
reluctance of dealers to buy, and be 
lieves that this reluctance is creating 
an unhealthy restriction of normal pro- 
duction. 

In the absence of demand, factories 
shut down, large numbers of people 
are thrown out of employment, and 
thus their purchasing power is reduced, 
which, in turn, causes dealers in various 
lines to restrict their buying and other 
factories in other towns are forced to 
join in this general tightening down 
process to the distress and detriment 
of the whole industrial and economic 
structure. 

The only method that can successfully 
combat this depression condition, au- 
thorities believe, is for retail dealers 
everywhere to stimulate the buying 
interest of the public by every ligiti- 
mate means in their power. In only 
that way can factories remain running 
and the normal purchasing power of 
the public be maintained. 

Price changes are noted herewith in 
bold face type. The general price ten- 


dency during the past week was for 
the most part consistently stable. 
Bolts and Nuts.—Some of the local 
jobbers revised discounts during the 
past week on sundry items in this line, 
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as noted herewith in heavy type. In- 
terest is not particularly active, al- 
though the local supply has_ been 
slightly improved. 


_ Common carriage bolts, all sizes, are be- 
ing quoted 15 per cent. Machine bolts, all 
sizes, 15 per cent. Stove bolts, 70 per cent. 
Common tire bolts, 50 and 5 per cent. Sink 
bolts, 65 per cent. 


Hexagon machine 
per cent; brass, 4/32 to 
cent; 10/32 to 12/32 in., 3344 and 5 per 
cent; 14/32 in., 3314 per cent. Stove rod, 
25 per cent. Lock washers, 40 per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 40 per cent; % and larger, 40 per 
cent Lag screws, 40 per cent. 

Toggle bolts, steel, bright finish, discount 
of 50 per cent. 

Iron rivets, 25 per cent. 


Blind Sets.—Moderate interest 
firm prices prevail in this line. 


iron, 10 
per 


screw nuts, 
8/32 in., 50 


and 


Blind sets, plain 


finish, for wood, 


New York City style, 
$66 per 100 sets; same, 
galvanized finish,, for wood, $80 per 100 
sets; same, plain finish, for brick, $68.75 
per sets; same, galvanized finish, for 
brick, $82.75 per 100 sets. Surface blind 
hinge, cast iron 1% inch when open, $1.65 
per dozen pairs. , 


e 


Braces.—New quotations are given 
nerewith. Interest in this line is rather 
dull. 


Millers Falls ratchet braces, ball bearing, 
forged steel, alligator jaws, barber chuck 
open ratchet, stained hardwood head and 
handle. Exposed metal parts polished and 
nickeled, with 8-in. sweep, $33.93 per doz.; 
same with 10-in. sweep, $34.67 per doz.; 
same with 12-in. sweep, %35.60 per doz. 
Pexto ratchet braces, steel sweep, polished 
and nickel plated, open ratchet, knurled 
chuck, alligator steel jaws, hardwood head 
and handle, with 8-in. sweep, $25.50 per 
doz.; same with 10-in. handle, $26.80. 
Pexto Samso model ratchet braces, steel 
sweep, polished and nickel plated. Lig- 
num-Vitae head, steel clad, dust proof, ball 
bearings in retaining cup. Ball bearing 
Chuck. Forged steel alligator jaws, Coco- 
bola handle with 8-in. sweep, $56 per doz.; 
same with 10-in. sweep, $57 per doz.; 
same with 12-in. sweep, $59 per doz. 


Butts.—All kinds of builders’ hard- 
ware is inactive, although many job- 
bers anticipate a revival of interest 
with the spring. Butts are probably as 
much in demand as anything else of 
this line in this section at the following 
quotations: 

Narrow steel butts, galvanized, brass pins 
furnished with screws, 1% inch, $2.55 per 
dozen pairs; same, 2 inches, $2.65 per dozen 
pairs; same, 4 inches, $9.60 per dozen pairs. 
Broad steel butts, fast joint, galvanized, 
brass pin, 2 x 2 inches, $3.65 per dozen 
pairs; same, 3 x 3 inches, $5.20 per dozen 
pairs; same, 4 x 4 inches, $9.65 per dozen 


pairs. 
Clam Hooks.—Revised 


quoted herewith: 


prices are 
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Clam hook or digger, solid steel, 4 flat 
tines, 26-in. handles, gold bronzed finish 
shank, put up in half dozen bundles, $11.92 
per doz.; same, solid steel, 6 round tines, 
26-in. handles, gold bronzed finish shank, 
put up in half doz. bundies, $14.95 per doz. 


Coffee Mills.—These articles are in 
moderately good demand, especially 
mills with glass hoppers, which are 
still very hard to get. Prices continue 
firm. 

Coffee mills with wooden box, coppered 
iron hopper, japanned iron crank, $6.60 
per doz Mill with iron top and hopper, 
dark bronzed, varnished woodwork size 
6 x 6 x 8 inches, $11.50 per doz. Mill with 
cast iron top, copper lacquered, sliding 
lever, varnished woodwork, size 6 x 6 x 7 


inches, $12.95 per doz. Arcade coffee mills, 
glass hopper, metal parts, japanned, hold 
one lb. of coffee $14.85 per doz Crystal 
coffee mills, glass hopper, metal parts 
japanned, holds one Ib. of coffee, $10 per 
doz. 

Drop Shot.—Revised prices are given 
herewith as quoted by some of the local 
jobbers. 

Lead drop shot, No. 6 to No. 8, 5-Ib. bags, 
is 55c. per bag; same, 25-Ib. bag, is $2.50 
per bag; same, No. BB or No. B, for air 
rifles, 5-Ib. bags, 60c per bag; same, 25-Ib., 
$2.80 per bag. 

Furnace Scoops.—A relatively good 
demand is being manifested for scoops 
at the present time. Jobbers’ stocks 
are not especially large. 


Furnace scoops, hollow back, black steel 
blade, D and long handle, $10.52 per doz. 
Same, rivet-d back, black steel blade D 


and long handle, $14.21 per doz. 


Galvan ved Ware.—Since the reduc- 
tions quoted last week on galvanized 
sheets conditions in the local market 
have been quite stable. Mills are said 
to be running at normal capacity, and 
shipments are reported to have been 
materially improved. The demand is 
fair, and it is stated some of the in- 
dependent elements in the market are 
attempting to unload a surplus before 
any further reductions, which they ap- 
prehend, come through. Business in 
tubs and pails is relatively inactive. 





Galvanized sheet is being quoted: No. 
28 gage, $8 per 100 lb. Galvanized pails, 
S-qt., $5; 10-qt., $5.75; 12-qt., $6.65; 16-qt., 
$8.90; heavy, 12-qt., $8.70; heavy 16-qt. 
$12 Wash tubs No. 1, $16.80; No. 2, 


$18.69; No. 3, 
Game Traps.—Prices continue steady. 
Interest is not especially active and 
stocks rather poorly assorted. 
Jump traps (Blake & Lamb), with chains, 


$22.05; all per doz. 


No. 9, $2 per doz.: No. 1, $2.95 per doz.; 
No. 1%. $4.50 per doz.: No. 2, $7 per doz.; 
No. 3, $9.47 per doz.; No. 4, $11.07 per doz, 








80 


Triumph traps, with chains, No. 10, $1.85 
per doz.; No. 11, $2.15 per doz.; No. 11%, 
$3.30 per doz.; No. 12, $4.60 per doz.; No. 
13, $7.84 per doz.; No. 14, $9.40 per doz. 

Victor traps, No. 0, $1.71 per doz.; with- 


out chains, $1.34. No. 1, $2.01 per doz.; 
without chains, $1.52. No. 1*, $3.05 per 
doz.; without chains, $2.44. No. 3, with 
chains, $7.15 per doz. No. 4, with chains, 
$5.60 per doz. No. 1 Giant, with chains, 


$2.66 per doz. 
Oneida jump traps, No. 9, with chains, 


2.37 per doz.; without chains, $1.75. No. 
1, $2.75 per doz.; without chains, $2.12. No. 
1%, $4.23 per doz.; without chains, $3.25. 
No. 12, with chains, $7.12. No. 914%, with 
chains, $5.25 per doz. 

Hay forks, 2 tines, 514-ft. handle, plain 
ferrule, $14.11 per doz.; 3 tines, strapped 


ferrule, 5%-ft. handle, $14.75. 

Fire Prevention Accessories.—Some 
of the items quoted herewith have been 
shown considerable interest recently. 
A number of spectacular and destruc- 
tive fires which occurred during the 
past few weeks in New York have 
probably been somewhat instrumental in 
causing interest in these articles. 
plain steel, $2.52 per 
polished brass, $4.21 
Axe brackets, set consists 
holder and one handle holder, 
$4.21 per doz. sets. Same, pol- 
é s, $6.31 per doz. sets. 

Fire hooks, wrought iron, galvanized, ash 


Fire pole holders, 
airs Same, 
pairs. 
axe 
] 


doz. 











handles, 6 ft. handle, $18 per doz. Same 
with 8 ft. handles, 1.60 per doz. Same 
with 10 ft. handles, $32.40 per doz. 

Pyrene fire extinguishers, case 3 in. in 





diameter, 14 in. long, capacity 1 qt., weight 


filled ready for use, 6 Ilb., brass with 
bracket, $7.50 each; nickel plated with 
bracket, $7.88 each. 

Glass Door Knobs.—As stated last 


week, interest is conspicuously active 
in this line primarily because of the 
recent shortage which, it is only fair 
to say, has only been partially relieved. 

Glass drawer knobs, bolt and nut nickel 


plated, %-in., $2 per doz.; same 1-in., 
$2.40 per doz.; same, 1%-in., $3 per doz. 
Glass drawer knobs, fancy design, brass 


mounting, iron screw, %-in., $2.50 per doz.; 
same, 1%-in., $3.19 per doz.; same, 1%-in., 
$3.40 per doz. Plain glass drawer knobs, 
brass mounting, iron screw, %-in., $2.50 
per doz.; same, 1-in., $2.75 per doz.; same, 
1%%-in., $3.10 per doz.; same, 1%-in., $3.40 
per doz. 


Ice Skates.—The active buying of 
the past few weeks fell off slightly last 
week. Prices continue firm. 

Ice skates, runners of cast steel, polished, 


$1.04 per pair; ladies’ style, $1.31. Men’s 
hockey skates, cast steel blades, nickel 
plated, $1.40 per pair; ladies’, same, $1.53 
per pair. Hardened steel blades, nickel 


plated, $1.88 per pair; girls’, same, $2.48. 
Tempered steel blades, extra polished, 
nickel plated, all sizes, $2.75 per pair. 

Lanterns.—A_ shortage persists in 
this line for many sizes. Prices are 
firm. 

Hy-Lo tin lanterns, $9 per doz.; Victor 
tin lanterns, $9.25 per doz.; Monarch tin 
lanterns, $10.25 per doz.; Junior brass lan- 
terns, $18 per doz.; Blizzard tin lanterns, 
$14.25 per doz.; Buckeye dash lanterns, 
$14.25 per doz.; Roadster wagon lanterns, 
$18.25 per doz.; Eureka driving lanterns, 
plain lens, $19 per doz.; watchman’s mill 
lanterns, enamel finish, $25 per doz.; Im- 
perial platform lanterns, $9.75 each. 

Linseed Oil.—For the first time in 
several weeks there was no price change 
in linseed oil during the past seven 
days. The reason for this is probably 
because of the fact that an advance 
was made last week and large holders 
cannot logically recede from the posi- 
tion that they took a week ago, nor 
can they with the present state of the 
market advance any further. It is re- 
ported that some holders anxious to 
dispose of their stock are allowing a 
leeway of from 2 to 3 cents under the 
average market quotations. 
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Linseed oil, raw, in car lots, is quoted, 
spot, 82c. to 84c. per gal. In lots of 5 bbl. 
or more the range is 85c. to 87c. per gal., 


and in lots less than 5 bbl., 90c. to 92c. 
per gal. Oil in half bbl., 5c. extra. Boiled 


oil, 2c. extra. Double boiled oil, 3c. extra. 

Nails.—No new element has entered 
into this market. There is, however, 
a better balanced feeling among both 
buyers and sellers, probably because of 
last week’s reduction, which, if it con- 
tinues, will undoubtedly have a good 
influence. 

Current prices prevailing in this section 
still vary considerably. For wire nails the 


prices range from $4.50 to $5, base, per keg. 
For cut nails prices range from $7.50 to 
$8.75, base, per keg. The average retail 


price in this section is at present $7, base, 


per keg, for wire nails, although it is ex- 
pected that this price will drop within the 
next two weeks. Wire nails, per lb., are 
sold retail at approximately 10c. per Ib. 

Copper wire nails, 5 lb. to a box, 1 in., 
19c. per lb.; 1% in., 48c. per Ilb.; 1% in., 
2 in., 2% in., 3 in., 47c. per Ib. Copper 
cut nails, 5 lb. boxes, 1% in., 50c. per Ib.; 


2 in., 2% in. and 3 in., 49¢. per lb. 

Naval Stores.—Downward tendencies 
are still the dominant features of the 
local naval stores market. Buying is 
very light, and no export business has 
been reported for several days. 


Turpentine is quoted, yard basis. 
78c. Rosin, on a basis of 280 Ib. bbl., 
yard basis, all grades, with the excep- 
tion of WW, $8.75. WW is quoted 
nominally at $9. 

Rope.—Local conditions remain un- 
changed. Buyers are inactive. 


Local quotations are jute rope No. 1, 17c. 
to 19c.; No. 2, 15c. to 18c. Jute twine 


wrapping, best grade, 241%4c. to 27c. India 
hemp twine, No. 6, 19c. to 2l¢e. Manila 
rope, best grade, 26c. to 26%4c. Hardware 
grade, 23c. to 24%c. Bolt rope, 3lc. to 
31%4c. Sisal rope, pure, 17c. to 19c. Lath 


yarn, first grade, 17c. to 18c. 

Sash Weights and Sash Fasts.—In- 
terest seems to be growing more active 
in this lme. Local quotations continue 
firm. 


Side sash fasts, cast iron, furnished with 
screws, Tuscan finish, $1.76 per doz. Same, 
bronze plated, $1.96 per doz. Same, an- 
tique copper, $1.96 per doz. 

Sash lifts, cast iron, dark bronze finish, 
conventional design, furnished with screws, 
per doz. Plain sash lifts, wrought 
metal, bronze plated steel, dull brass finish, 
or antique copper, 35c. per doz. Same made 
of bronze, polished, or bronze ,with antique 
copper finish, $1.25 per doz. 

Sand and Emery Paper.—Revised 
quotations are given herewith. Interest 
is fair. 

Sand paper, regular grade, sheets 834 x 
10/2 in., Yo ream bundles, the following list 
prices are subject to a discount of 20-5, 
No. 00, and No. 0, $6.75 per ream; No. ', 
$7.20 per ream; No. 1, $8.10 per ream.; No. 
1Y> $9.15 per ream; No. 2, $10.36 per ream; 
No. 2%, $11.70 per ream, No. 3, $13.20 per 
ream. Note—These are new list prices. 

Stove Pipe.—Seasonable interest is 
moderate in this line at firm prices. 
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32c. 


Stove pipe, 4-in., $3.75 per doz. lengths: 
5-in., $4.25 per doz. length; 6-in., $5 per 
doz. length. 


Elbows, 4-in., $2.75 per doz. lengths; 414- 
in., $2.95; 5-in., $3.15 


Screws.—Business in this line is 
rather apathetic. Prices are firm. 


Assorted wood screws, bright, 12c. per 
lb.; dowel screws. 1% in., bright iron, 38c. 
per gross; same, 2 in., 55c. per gross, metal 
side knob screws, iron blued, 38c. per gross: 
same in brass, 95c. per gross: assorted iron 
set screws, packed in boxes of 50, $1.10 per 
box; same, in boxes of 100, $2.25 per box; 
hexagon head cap screws, assorted in boxes 
of 50, $1.70 per box; same, in boxes of 100, 


$3.50 per box: flat head, bright, 671% per 
cent—15 per cent; same, galvanized, 52% 
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per cent—15 per cent; round head iron 
screws, blued, 65 per cent—15 per cent; 
same, nickeled, 55 per cent—15 per cent; 
round head brass screws, 57% per cent— 
15 per cent; flat head brass screws, 60 per 
cent—15 per cent; round head nickeled 
brass screws, 52% per cent—15 per cent; 
machine screws, iron, 50 per cent—10 per 
cent; same, brass, 50 per cent; thumb 
screws, list plus 30 per cent; iron set 
screws, 40 per cent. 


Shovels.—During the past week in- 
terest was only passive in this line. 
Maynard pattern, No. 2 size, solid socket 


shank, high carbon steel, full polished, 
square and round point, D handle, $18.94 
per doz. Round point, D and long handles, 


full polished, plain back, No. 2 size, $14.76 
per doz.; same, with square point, $15.71 
per doz.; Bakers’ shovel, black steel blade, 
riveted back, 6-ft. handle, $25.00 per doz. 
Same, With 8-ft. handle, $27.50 per doz. 

Snow Shovels.—These articles are 
very much in demand, and some pat- 
terns are rather difficult to get. 

Prevailing prices, f.o.b. New York, are: 
Two riveted steel snow shovels, 14 x 11%- 
in. blade, $9 per doz.; 2 riveted steel snow 
shovels, 15 x 11%-in. blade, long square 
handle, $11.25 per doz. Galvanized, 21% x 
16-in. blade, reinforced back, straight han- 
dle, $17 per doz. 

Snow pushers, 24 x 13 x 1%4-in., $36 per 
doz.: snow pushers, 30 x 13% x 1%-in., $40 
per doz. 

Sidewalk Scrapers.—Essentially the 
same conditions hold in this line as for 
snow shovels. 

Prevailing prices, f.o.b. New York, are: 
Solid shank, 6% x 5% blade, 4-ft. handle, 
per doz. Solid shank, extra quality, 
x 6 blade, 4-ft. handle, $7.50 per doz. 
Extra heavy socket, 7 x 6 blade, 4-ft. 
handle, $10 per doz. 

Wire Goods.—There has been no 
impetus in this line, and the somewhat 
singular lack of interest is still very 
much in evidence. 

Zarbed wire is being quoted at $7 per 
100 lb. for both 3 point 4 in. and 4 point 6 
in. Ribbon wire is $8.75 per 100 lb. Twist 
wire, 12 gage, is $7 per 100 lb. 

Annealed wire, plain, in stones. No. 16 
gage, is $9 per 100 lb.; No. 17 gage, $9.40 
per 100 lb.; No. 18 gage, $9.75 per 100 Ib.; 





$6.25 
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No. 19 gage, $10.25; No. 20 gage, $10.75; 
No. 24 gage, $12.50. Galvanized wire_in 


stones, No. 16 gage, $11.85 per 100 lb.: No. 


17 gage, $12.50; No. 18 gage, $13.25; No. 19 
gage, $14.25: No. 20, gage, $15.25; No. 24 
gage, $16 per 100 Ib. 

Dull galvanized screen wire, 12 mesh, 


from New York stock, $3.30 per 100 sq. ft.; 
13 mesh, extra heavy, $5 per 100 sq. ft. 
Bright galvanized wire and copper edge 
(pearl wire), 12 mesh, $4.50 per 100 sq. ft.; 
12 mesh, heavy, $6 per 100 sq. ft. Copper 
wire, 14 mesh, $11 per 100 sq. ft. Poultry 
netting, f.o.b. factory is 45 per cent off; 
f.o.b. New York is 35 per cent off. 

Poultry netting staples in 100 lb. kegs, 
$8.75 per keg. 

P. S.—In order to correct any mis- 
understanding that may have arisen 
from a report published last week, we 
are authorized to state that the Dun- 
ham Company, Berea, Ohio, has sold 
its water weight lawn roller business 
to Prescott W. Robinson of the Pres- 
cott W. Robinson Sales Co., Drummond 
Building, Montreal, and that he has 
made arrangements with John H. 
Graham & Co., 113 Chambers Street, 
New York, to sell the rollers in the 
United States. The Prescott W. Robin- 
son Sales Co. will continue to distribute 
this line in the Dominion of Canada 
and Newfoundland. The water weight 
lawn roller is only one phase of the 
Dunham Company’s business, and it is 
anxious to have it understood that its 
only reason for disposing of this end of 
its business was to make room for its 
“culti-packers,” which comprises the 
greater part of its manufacturing ac- 
tivities. 
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Office of HARDWARE AGE, 
1505 Otis Bldg. 
Chicago, Dec. 15, 1920. 


CC in prices are the excep- 
tion rather than the rule this 
week. Changes are not only few this 
week but none of them is at all 
radical. 

Opinion is heard in some circles that 
there will be no important price an- 
nouncements during the balance of the 
year. This opinion is based on the 
theory that manufacturers will wait 
for inventory figures before reshaping 
quotations and, of course, inventories 
will not come until after January 1. 

The volume of business continues 
satisfactory under present circum- 
stances, not as large as it was a year 
ago or at the height of the season, 
but far from being in a slump. Retail- 
ers are needing and demanding goods 
in fair amounts. There is no buying 
strike in hardware such as has been 
recorded in some other lines in which 
war prices were advanced far more 
radically than they were on hardware 
items. 

Reports from traveling men and other 
reports from retailers indicate that 
holiday business is continuing rather 
gratifyingly. Stores are well filled with 
shoppers during the busy hours. Buy- 
ing is not as heavy as it was in 1919, 
but a generous amount of early select- 
ing is being done. 

“We are getting what seems an un- 
commonly large number of lookers,” 
said one retailer. “People are just a 
little slow in opening up their purses, 
but from the interest shown-I am 
satisfied there will be very big buying 
during the last days before Christmas. 
People are in the market for goods 
and are shopping around. Hardware 
prices are low compared with most other 
things, and I am satisfied many of them 
will be back for final choosing at our 
counters.” 

Automobile Accessories.—The volume 
of business is fairly good, winter items, 
naturally, showing spirited activity. 
Blankets and chains are well up among 
the leaders. Reports of five and ten 
per cent price reductions on some items 
continue to be heard and seen fair to 
materialize in the near future. 

We quote from jobbers’ stocks, f.o.b, Chi- 
cago: DeLuxe long handled Standard jacks, 
$8.50 each; No. 1 Standard jacks, $3.25 each; 
twin cylinder foot pumps, $1.25 each; 
Simplex jack, No. 36, $2.10 each; Stewart 
hand horn, $3.50 each; Howe _ spotlights, 
$3.90 each; Weed chains, 30 x 3%, $5 per 
pair, with 25 per cent off in lots of one 
dozen pair and 33% off in lots of more 
than one dozen pairs; Rid-O-Skid chains, 
$2 to $2.65 per pair; inner tubes, red, 30 x 
3%, $2.50 each; gray tubes, 30 x 3%, $2.25 
each; Lyon bumpers, $10.25 each; Bethle- 
hem spark plugs, porcelain type, 36c. to 
58c.: Hercules Giant, 55c. to 60c. each; 


Hercules Junior, 27c. to 35c.; Hel-Fi stand- 
ard plugs, 42c. to 52c. each; Hel-Fi tractor 


special, 83c. to 97c. each; A. C. Titan 
plugs, 58c. each: A. C. Cico plugs, 48c. 
each: Champion X plugs, 62c. each; Cham- 


pion O plugs, 62c. each; Champion Heavy 
Duty, 73c. each: Splitdorf plugs, 70c. to 
7c. each: United plugs, junior, 40c. each. 
Bethlehem spark plugs, special Ford type, 
quantities 19 to 1500, 46c. to 35c. each; 
Standard porcelain type in same quantities, 
B6c. to 471%4c. each; Mica type in like 
amounts, 78c. to 65c. each. 
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Axes.—There is a good demand for 
axes with stocks in a satisfactory con- 
dition, and prices unchanged. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single bitted first quality black axes, 
3 lbs. to 4 lbs., $17.50 base; second quality 
black unhandled axes, $13.75 base; handled 
axes, $3 to $5 per doz. extra according to 
grade. 

Alarm Clocks.— Holiday demands 
have exhausted stocks until alarm clocks 
are as scarce as at any time during 
the three year shortage. Jobbers have 
sold out their last allotments and will 
have few, if any, in stock for belated 
Christmas demands. Naturally prices 
are strong with no indications of any 
reduction. 

Ash_ Sifters.— Business continues 
good on this item with old prices still 
ruling and apparently firm. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire cloth hand barrel sift- 
ers, $4.50 per doz.; galvanized rotary barrel 
sifters, $39 per doz. 

Builders’ Hardware.—Present build- 
ing activity is, naturally, very limited. 
Some factory construction work is in 
progress in this district and a few 
instances of home building are reported. 
One Chicago contractor now is erecting 
seventy-five houses at a suburb, but 
he is the exception, and current de- 
mands are rather small. Future busi- 
ness is also held up, to some extent, 
but there is reason to think that heavy 
orders will soon be common. 


Copper Rivets and Burrs.—No change 
is reported, either in price or demand. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 7 straight sizes, 37c. per Ib. 

Cotton Gloves.—Reduced prices on 
cotton gloves are announced and are for 
either immediate or future shipments. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Competitive grade knit wrist gloves, 
$1.30 per doz. pairs; heavy grade knit 
wrist gloves, $1.90 per doz. pairs; heavy 
cotton gauntlets, $2.50 per doz. pairs. 

Eaves Trough and Conductor Pipe.— 
Still further reductions are reported 
this week, the drop being from 50c. to 
90c, per 100 ft. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29-gage lap joint eaves trough, 5-in., 
$6.30 per 100 ft.; 29-gage corrugated con- 
ductor pipe, 3-in., $6.20 per 100 ft.; cor- 
rugated conductor elbows, 3-in., $2.16 per 
doz. 

Flint Paper.—Abrasive papers are 
in normal demand with stocks in good 
condition, permitting prompt shipment. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: First quality Flint paper No. 0, $5 
per ream: second quality No. 0, $4.50 per 
ream; first quality No. 0 emery cloth, $30 


per ream. 

Files.—Stocks are in a good condition 
in files and orders are being filled with 
promptness. The leading Chicago job- 
ber continues his special low price on 
Nicholson files. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Nicholson files, 50 per cent off: New 
American, 59-19 per cent off: Disston, 59 
per cent off, and Black Diamond, 49-16 
per cent off. 


Furnace Scoops.—Scoops continue to 
be one of the most active items in 
steel goods for immediate shipment. 
Prices are unchanged. 

Galvanized Ware.—Buying is light 
in galvanized ware. Retailers have 
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for some weeks shown a decided dis- 
position to buy in very limited quan- 
tities and most of the orders for pails 
and tubs are in bundle lots. While 
stocks are larger than they were dur- 
ing the acute shortage there is no 
oversupply. 


Glass.—Demands are light, and it is 
well that it is so, for stocks are low 
and heavy orders could not be filled. 
It is doubted if the opening of spring 
business will find enough glass to care 
for demands. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes. 77 per 
cent off; single strength B, first three 
brackets, 77 per cent off; all sizes, double 
strength A, 75 per cent off; S. P. putty in 
190 Ib. kits, $4.90; commercial putty, $4.25; 
glaziers’ points, Nos. 1, 2 and 3, one doz. to 


a package, 85c per pkg. 

Handles, Wood.—No change in price 
is noted in wood handles. The supply 
and demand is practically normal. 


We quote from jobbers’ stocks, f.o.b. Chi- 





cago: No. 1 hickory axe handles, $4 per 
doz.; No. 2, $3 -per doz.; finest selected 
white second growth hickory axe handles, 


$6.30 per doz.; special white second growth 
hickory axe handles, $5 per doz.; No. 1 
hatchet and hammer handles, 85c. per doz.; 
second growth hickory hatchet and ham- 
mer handles, $1.60 per doz. 


Hatchets.—No 
hatchet prices; 
active. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 2 extra quality broad hatchets, 
$24.20 per doz.; competitive grades, $17.25 
and up; extra quality shingling hatchets, 
$17.35 per doz.; competitive forged 
shingling hatchets, $10.25 per doz. 


Hammers.—Hammer prices are un- 
changed from the recently reduced 
basis and are in good demand. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 11% first quality nail hammers, 
$15.50 per doz.; regular first quality, 16 oz 
nail hammers, $14.75 per doz.; competitive 
grade nail hammers can be had at $12 per 
doz. polished, and ¢8 per doz. galvanized 
finish. 

Hose.—Demand is small and future 
business has not opened up. There 
seems to be good reason for expecting 
lower prices soon. 

Hods, Coal.—The season continues 
active for coal hods, refill orders to 


change is noted in 
demand continues quite 


put stocks in shape coming in with 
satisfactory volume. Prices are rea- 
sonably easy with rumors of slight 
reductions, but any change may be 


several weeks distant. 

Ice Skates.—Christmas demands for 
skates have been cared for, so far as 
the jobber is concerned, and the weather 
has not been such as to stimulate re- 
orders. The stocks carried are not 
large, however, for this season, and 
strong demands would cause a real 
scarcity 

Lanterns.— Demand for lanterns 
shows no let up, They bid fair to be 
a sought after item throughout the 
winter as supply is several paces be- 
hind demand. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: No. 2 Dietz cold blast lanterns, 
$14.25 per doz.; with large founts, $15.75 
per doz.; best tubular lanterns, $9.25 per 
doz.; competitive lanterns, No. 2 tubular, 
$7.50 per doz.; No. 2 tubular cold blast, 
competitive grade, $10.85 per doz. 

Nuts and _ Bolts.—Last week’s re- 
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duced prices are in force and have not 
been changed. The opinion is expressed 
that there will be no further change 
in nut and bolt prices in the immediate 
future. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago. Large size carriage bolts, 20-10-5 
per cent discount; small sizes, 30-10 per 
cent discount; large sizes, machine bolts, 
30-5 per cent discount; small sizes, 40-0 
per cent discount; stove bolts, 60-10 per 
cent discount; lag screws, 40-10 per cent 


discount. 

Nails —Demand is still ahead of 
supply on nails, and local jobbers are 
unable to fill all orders. The price 
remains at $4.45, base. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails per keg base, 
$4.45. 

Paints and Oils.—A stiffening of 
prices on linseed oil is the conspicuous 
feature of this market. After weeks 
of declines and new low price levels 
there has been a rebound, and linseed 
oil is now four cents per gallon over 
last week’s figures. White lead, tur- 
pentine and denatured alcohol show no 
change from last week. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Raw linseed oil, $1.01 per gal., in 
five-bbl. lots, 96c. per gal.; boiled linseed 
oil, $1.03 per gal., in five-bbl. lots, 98c. per 
gal. Turpentine, $1.25 per gal. Denatured 
alcohol in barrels, 90c. per gal. Strictly 
pure white lead in 100 Ib. kegs, $14. 

Post Hole Diggers.—Nothing new 
is reported in this market, prices being 
the same as a week ago. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Eureka pattern diggers, $16 per doz.; 
Hercules pattern diggers, $20 per_ doz.; 
8-in. Iwan pattern augers, $22.50 per doz. 


Rope.—There is no change in rope 


Uttice of HARDWARE AGE, 
512 Tremont Bldg., 
Boston, Dec. 18, 1920. 

| ete a number of orders are pass- 
~ ing through local jobbing houses 
daily and retail dealers within easy 
reach of Boston are constantly visiting 
the wholesale shelf hardware district, 
but purchases in a majority of cases 
represent odds and ends. In other 
words, the average retail hardware 
dealer is, like everybody else, trying to 
buy just as little and sell just as much 
as possible in order that inventories 
may be reduced to the smallest possible 
amount. In this respect, the situation 
is just the reverse of what it was last 
year. A year ago hardware values 
were tending upward and comparative- 
ly little attention was paid the inven- 
tory question. The general impression 
now being that values are on the down- 
grade, inventories are the constant 
thought of everybody. It is safe to 
presume that the average stock carried 
over into the new year will be com- 
paratively small. Jobbers in most in- 
stances are more inclined to buy from 
each other to accommodate customers 
rather than commit themselves at this 
time to the manufacturer. As a result 
the hardware district has a much busier 
appearance than actual dollars and 
cents changing hands suggests. 

The heavy hardware market ap- 


parently is as quiet as ever, and the 
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prices. The demand continues light. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Base prices, No. 1 manila rope, 
Standard branus, 25%c. to 264ec. per ip.; 
No. 2, 24%c. to 25% No. 1 sisal 
rope, standard brands, 16%c. to 174%c. per 
Ib.; No. 2 sisal rope, 14%c. to 15%c. 


Steel Sheets.—Weakness is seen 
in the steel sheet market, prices being 
soft at the recently announced re- 
ductions. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 28-gage galvanized sheets, $7.60 per 
100 Ib.; 28-gage black sheets, $6 per 100 Ib. 


Solder.—Prices remain the same as 
the last quotations on solder. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Warranted 50-50 so.der in full cases, 
25c. per lb.; fess than case lots, 27c. per Ib. 


Shovels.—A good volume of busi- 
ness for spring delivery has _ been 
placed with Chicago jobbers. No price 
reductions are announ ed. 

Sash Cords.—Prices are easy and 
rumors of further decli es in sash cord 
are heard. There is only a small move- 
ment in this item now. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 7 sash cord, $11 per doz. hanks; 
No. 8, $13 per doz. hanks; Silver Lake and 
Samson cord, No. 7, $26.40 per doz. hanks; 
No. 8, $32.20 per doz. hanks. 

Stove Boards.—Stocks are now in 
better shape than t!. y have been, and 
orders are being cared for in a quite 
satisfactory manner. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Wood lined crystal stove boards, 24 
x 24, $13.65 per doz.; 26 x 26, $16.05 per doz.; 
28 x 28, $18.85 per doz.; 30 x 30, $21.30 per 
doz.; 33 x 33, $25.50 per doz.; 36 x 36, $30.50 
per doz. 

Stove Pipe.—Supplies are coming in 
and it seems tikely that a few weeks 
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jobbers say there is nothing which in- 
dicates when a turn in business will 
come. Mill supplies houses are doing 
comparatively little, and in at least 
some instances the ordeal of stock tak- 
ing is in progress. Comparatively few 
changes in prices have been made by 
the manufacturers during the past 
week. This fact and letters received 
from various producing concerns re- 
garding 1921 prices havé created a 
slightly more confident feeling in 
wholesale circles here. Jobbing houses 
are of the opinion that in a large num- 
ber of instances they will be protected 
against falling prices. With the 
Christmas rush and stock taking over, 
a general resumption of trade relations 
with hardware manufacturers may re- 
sume. 

Automobile Accessories.—One make 
of tire pumps has been reduced 15c. 
each article, and a slight downward re- 
vision in a certain make of bumpers 
also is noted, but aside from these 
changes prices for automobile acces- 
sories hold very steady. A large num- 
ber of automobile manufacturers are 
protecting jobbers by guaranteeing 
prices against a decline for periods 
usually ending with July 1. Some 
manufacturers, however, are guarantee- 
ing prices against decline throughout 
1921. When one studies the 1920 auto- 
mobile registration figures issued by 
the New England states, it is difficult 





per lb.; 
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at the most will see past shortages 
changed into normal stocks. Prices are 
quite firm, 

Sporting Goods.—Business is very 
fair in this field, with prices holding 
up rather strong. 

Toys.—The season is now about over 
with and it has been a very fine one. 
Retailers are reporting very fine busi- 
ness with toys. 

Wheelbarrows. — Wheelbarrows are 
moving well for spring delivery at these 
prices, which show no change: 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Common wood barrows, $4.50 each; 
contractors steel tray angle leg barrows 
range up to $10 each. 


Washing Machines.—Holiday orders 
have been placed and filled, and not 
much business is looked for until after 
January inventories. Prices seem firm 
with no indications of a decline. 

Wire Goods.—Business is in good 
volume in wire goods. Future orders 
are more than satisfactory. The $2.50 
price on wire cloth carries a March 1 
dating, and dealers are buying briskly. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Black painted wire cloth, 12 mesh, 
$2.50 per 100 sq. ft. Orders will be ac- 
cepted at this price to be shipped after 
Jan. 1 and to carry March 1 dating. Poul- 
try netting galvanized before weaving, 50 
per cent off; galvanized after weaving, 45 
per cent off. The above prices are for 
direct factory shipment after Jan. 1 and to 
carry March 1 dating. Poultry netting from 
jobbers’ stocks, no dating, galvanized be- 
fore weaving, 40-10 per cent off; galvanized 
after weaving 40 per cent off; 100-lb. spool 
galvanized cattle wire, $4.35 per spool; 80- 
rod spool galvanized hog wire, $4.65 per 
spool; 100-lb. spool galvanized hog wire, 
$5.30 per 100 lb.; No. 8 black annealed wire, 
$4.45 per 100 1lb.; No. 8 galvanized plain 
wire, $5.15 per 100 Ib. 


to get pessimistic over the future of 
the accessory market. In Massachu- 
setts, for instance, there are 304,631 
automobile registrations, an increase of 
57,448 over 1919, or 23 per cent, and a 
new high record. Since 1914 registra- 
tions in this state have increased from 
77,246 to the figures given above. 

Batteries and Bulbs.—A large num- 
ber of batteries and bulbs have been 
taken out of jobbers’ hands since last 
week. Christmas tree _ illuminations 
have not sold particularly well this sea- 
son, but the jobbers in general say that 
more flashlight batteries than usual 
have been bought. 


Batteries.—Leading makes standard tu- 
bular three-cell batteries, 50c. list; stand- 
ard two-cell, 35c. list; baby batteries 30c. 


Discounts: Less than unit packages, % per 
cent of list; unit packages, 40 per cent off 
list; 10 or more unit packages, 49 and 10 
per cent off list. 


Bulbs.—In less than unit 


unit lots, 25 per cent off list; 10 unit lots 
or more, 40 per cent off list. Retailers sell- 
ing $500 worth of bu'bs per annum can se- 
cure contracts at slightly more favorable 
discounts. 


Cooking Ware (Glass).—The sale of 
glass cooking ware has been remark- 
able this season, and would have been 
a great deal larger, according to the 
jobbers, were it possible to secure stock 
in desired quantities. No blame is 
placed on the manufacturers for the 
shortage, the trouble lying entirely 
with the abnormal demand. It is quite 
evident that the popularity of this class 


lots, list; in 
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of ‘merchandise as a Christmas gift is 
increasing by leaps and bounds. 


We quote from jobbers’ stocks: Casse- 
roles, rounds, 1-qt., $1.75 each; 1%-qt., $2 
each; 2-qt., $2.50 each. Baking dishes, un- 
covered, 1-qt., $1 each; 1%-qt., $1.25 each; 
2-qt., $1.50 each. Pie plates, 90c. to $1 
each. Cake dishes, 90c. each. Bread pans, 
$1 to $1.75 each. Custard cups, 25c. to 35c. 
each. Ramekins, 20c. each. Jobbers’ terms 
are 30 per cent off list. 


Cutlery.—The demand for cutlery is 
spotty. Some jobbers say that busi- 
ness has been better than anticipated, 
while others say it is disappointing. 
Those houses who have enjoyed a good 
business, however, have drawn upon 
other local jobbers rather than buy 
from the factory, consequently the 
average amount of stock to be carried 
over by everybody will be relatively 
small. The past season probably has 
been one of the most successful on re- 
cord, insofar as carving sets is con- 
cerned. Sales of pocket knives have 
been disappointing, generally speaking, 
and some lines of kitchen cutlery have 
not sold well. 

Drills.—One of the leading manufac- 
turers of wood drills has advanced 
prices about 10 per cent, but prices 
otherwise remain unchanged. The 
local jobbing trade is still of the opin- 
ion that a further revision will be made 
in drill prices in general, this feeling 
being largely based on the fact that 
some of the drill makers are accumu- 
lating stocks. The attitude of repre- 
sentatives of drill makers has not 
changed, however, the claim in the 
majority of instances being made that 
companies have enough orders on their 
books to keep them operating at their 
present capacity well into the spring 
of 1921. These representatives figure 
that by that time there will have been 
a general resumption of business, and 
that whatever accumulation there has 
been of stocks will soon disappear with 
improved demands. 


We quote from jobbers’ stocks: 
Drills — Carbon, sizes up to 1%-in., 
tapered and straight shank, 40 per cent dis 


count; bit stock drills, 45 per cent dis- 
count; center drills, 40 per cent discount: 
drills and countersinks combined, 10 per 


cent discount; ratchet drills, list; wood bor- 
ing brace, 45 per cent discount; high speed, 


%-in. and under, plus 15, plus 10; up to 
l-in., plus 25, plus 10; 1 1/16-in., plus 30, 
plus 19; all other kinds of drills, 40 per 
cent discount. 

Reamers—Bit stock, 20 per cent dis- 
count: bridge sq. and T. S., standard 


chucking, 20 
per cent 


makes, 55 per cent discount; 
per cent discount; taper pin, 25 
discount. 


Drop Forgings.—Prospects for lower 
Erices on drop forgings are fast dwin- 
dling. The most important drop forging 
producers are writing local jobbers 
letters which cannot be construed as 
pessimistic. These letters in a number 
of distances place the companies on 
record as guaranteeing prices against 
a decline until April 1 at least. 

Electrical Goods.—A spurt of buying 
of percolators, toasters, etc., by 
eleventh hour retail dealers has re- 
sulted in a much better clean-up in local 
stocks than was anticipated a fortnight 
ago. There also has been some excel- 
lent buying from jobbers by Boston de- 
partment stores, who were caught short 
of goods. As a result, sentiment in re- 
gard to electrical goods has undergone 
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a decided change for the better during 
the past week, and one hears hardly any 
talk now of price reductions. 

We quote from jobbers’ stocks: Irons, 
Hotpoint, 30 per cent discount; Domanco, 
$4.25 each; Sheldon, $4.55 each; Universal 
No. 2021 $8 list: No. 901, $10; No. 9051, 
$9.50; No. 905, $8.50; discount, 25 and 19 
per cent. 

Heaters.—Hotpoint, 30 per cent discount; 
Universa!. No, 9952. sunburst type, $12.5v 
list: discount, 25 and 10 per cent. 

Percolators.—Coffee, Universal, No. 9166, 
$28.50 each: No. 9169, $31 each; discount, 
25 and 10 per cent; discontinued patterns, 
$18.50 each list and higher. 

Toasters.—Universal, No. 946, 


$8.50 list; 


No. 945, $9.75 list each; discount, 25 and 10 
per cent. 

Grills.—Universal, No. 984. $15 list each; 
No, 982, $12.50; discount 25 and 10 per 
cent. 

Heat Pads.—Universal No. 9940, $13.50 


list each; discount, 25 and 10 per cent. 
Curling trons.—Universal, with comb, No. 


99011, $8 list each; discount, 25 and 10 per 
cent. 

Ranges.—Two - burner, with grill and 
oven, No. 9688, $38.50 each; discount 25 


and 10 per cent. 

Fine Tools—The Brown & Sharpe 
Mfg. Co., Providence, R. I., has issued 
a new list on fine tools which places its 
product on a price basis with the Star- 
rett line of micrometers, calipers, fine 
gauges, etc. Local jobbers are now 
quoting Brown & Sharpe tools at list, 
less 10 per cent, as against list, net, 
heretofore. 

Galvanized Ware.—Aside from a 
slight revision in prices on certain kinds 
of covers, the market for galvanized 
ware is unchanged. While no material 
increase in the demand is noted by the 
jobbers here, they say that more stock 
has been moved during the past week 
than heretofore. 


We quote from jobbers’ stocks: 

Ash Cans.—Galvanized. with three trays, 
17x26-in., $4.50 each; 18x26-in., $5.52 each. 

Coal Hods.—Japanned, with wood handle, 
15-in., $4.24 per doz.; 16-in., $4.54; 17-in., 
$5.73; galvanized, with wood handle, 15-in., 
$6.44; 16-in.. $7.08; 17-in., $7.65; 18-in., $8.33. 

Pails.—EFight-quart, $3.70 per doz.; 10-qt., 
$4.19; 12-qt., $4.60; 14-qt., $5.16; heavier 
pails, 40-lb. to the doz., $6.74; 50-lb. to the 
doz., $8.67. 

Tubs.—Galvanized, No. 200, $19.45 per doz.; 
No. 300, $21.70. 

Garbage Cans.—Galvanized, No. 1, 
per doz.; No. 2, $1.76; No. 4, $1.34. 


Glass.—Sales on window glass are 
holding up remarkably well, and local 
stocks are fast being reduced. Owing 
to the large number of garages being 
built throughout New England there is 
an unusual demand for skylight and 
wired glass, and because there is a 
shortage of same prices are extremely 


$2.46 





strong. 
We quote from jobbers’ stocks: Window 
glass, single A and B, by the box, 78 per 


cent discount: by the light, 89 per cent dis- 
count; double A. 89 per cent discount; double 
B, 82 per cent discount 


Vitro-marble g'ass: };-in., 80c. per sq. ft.; 
I 1 


Ye-in., 90e 

Skylight glass: Rough or rolled, %-in 
thick, 18ce. per sa. ft.: #,-in. thick, 22e. per 
sq. ft.: %4-in. thick, 28c. per sq. ft.; wired 
glass 35c. per sq. ft. 


Grinding Stones.—The call for grind- 
ing stones has dropped to very small 
proportions but prices apparently are 
just as firm as ever. Because of busi- 
ness conditions one of the leading 
manufacturers of such stones has 
withdrawn all salesmen from the road, 
intimating that they will not be asked 
to pack their grips again until Feb. 1, 
at least. 

Iron and Steel.—The movement of 
iron and steel, in and out of stock, is 
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small. Local jobbers, who are better 
supplied than they have been before in 
many months, have succeeded in get- 
ting mills to hold back shipments be- 


cause of the small amount of stock 
going into consumption. As one of 
the largest jobbing houses puts it: 


“We are not moving enough iron and 
steel to keep the rust from our rollers.” 
Jobbing sentiment on prices appears to 
be more settled than it was last week, 
many houses taking the position that 
the market has reached a resting place 
that will extend well into the new year. 
We quote from jobbers’ stocks 


lron.—Refined, $4.65 per 100 Ib. base; over 





6-in. wide, $5.65; best refined iron, $5.50, 
Wayne. $8.50; band iron, $4.65; hoep iron 
$6; Norway, $15 

Steel.—Soft steel bars, $3.70 per 100 Ib.; 
base flats, $4.50 to $4.85: concrete bars 
plain, $4; twisted 4.25; angles, channels 
and beams, $3.79 to $3.80; tire steel, $5 to 
$5.50; open-hearth spring steel, $8.5@; cruci- 
ble spring steel, $14; steel bands, $4.65 to 


$6.25; steel hoops, $6; cold rolled steel, $5.50 
to $9.50; toe calk steel, $7 

Quantity differentials, lots under 1@09 Ib 
of a size. 35c. per 100 Ib.; lots 10@@ Ib. to 
1999 Ib. of a size, 15c. 


Metal Polish A downward revision 
amounting to all of 25 per cent has 
been made in jobbing quotations on 
Kimball’s Metal Polish, following a 
similar reduction in the manufacturers’ 
list. 

We 
polish, 
$3.15; gal., 
pts., $3.36 


quote from 
white, % pts., 
$14 Red, % 
; gal., $18, 


Machinists’ Supplies.—Were it not 
for the fact that heavy hardware 
houses are doing much better business 
in machinists’ supplies, some of the 
local shipping departments in these 
firms would be letting men go. The 
demand for this class of merchandise 
is‘all the more gratifying in view of 
reports being received of a slowing up 
in general business. Prices hold 
steady. 

Nails.—Wire nails continue to go 
forward in irregular amounts, and 
while some impression has been made 
on back orders so far this month there 
still remains a very large hole to be 
filled." There are now plenty of cut 
nails to be had, but the demand for this 
kind is not especially good. 

We quote from jobbers’ stocks: Wire nails, 
per keg, $4.75 to $6 base; coated wire nails, 
$5 per standard 100 lb. keg base; cut nails, 


$7.50 per keg base, With the Tremont sched- 
ule of extras 


Sash Cord.—The flurry in sash cord 
prices apparently is over for the time 
being, at least. It is now intimated 
that the drastic cut quotations of fin- 
ished product during the past month 
have offset the decline in raw cotton, and 
that the market is now down to a basis 
where labor must be reduced if further 
price cutting is to be done. 


We quote from jobbers’ 
cotton sash cord, 50c. per Ib 


Screen Doors.—Local jobbers are 
getting future orders for screens and 
doors, but the retail trade in general 
is inclined to hold back, presumably, 
because of a belief that prices will 
lower. Manufacturers are guarantee- 
ing prices against a decline until July 
1 to the jobbing trade, and the latter 


jobbers’ stocks: Meta! 
$1.67 per doz.; pts 
pts., $2.10 per doz.: 





stocks: Braided 


base. 
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will extend the same guarantee to the 
retail dealer, 

Sleds.—The final clean-up in jobbers’ 
orders on sleds has been made this 
week. The movement between now and 
Christmas therefore will be confined to 
piecing out orders involving one, two or 
three sleds as a retail dealer may find 
necessary to buy. 

We quote from jobbers’ stocks: Flexible 
Fliers, No. 1, $2.84 each; No. 2, $3.34; No. 3, 
$4.34; No. 4, $4.67; No. 5, $6.34; Racer, $4.50: 
Junior Racer, $3.67. The discount from 
jobbers’ stocks on the Allen line is 334 per 
cent, and on the Paris line is 40 per cent. 

Taps and Dies.—The demand for taps 
and dies is relatively much better than 
that of many other lines handled by 
the hardware trade. This demand pos- 
sibly is due to the fact that manufac- 
turers of the better kinds are strongly 
indicating that there will be no change 
in prices during the first half of 1921, 
at least. The decline in steel, in so far 
as it relates to taps and dies, is incon- 
sequential. The case of labor, on the 
other hand, is just as high as ever, and 
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the geographical location of plants is 
such that the manufacturers are of the 
opinion that any readjustment in wages 
will be long drawn out. 

Toys.— 

ak quote from jobbers’ stocks: Erectors, 
No. $1.34 each; No. 2, $2.45; No. 3, $3.67; 
No. 8 $7; No. 7, $10; amateur wireless sets, 

5; No, 4005, $10.50; soldering 
h; better outfits, 32; designer 
ani toy maker, No. 8001, $1 each; No. 8002, 

67. 

Motors.—No. P52 (two terminal batteries), 
$1.05 each; No. P54 (reverse motor), $3.10; 
No. P58 (four terminal a. ries), $1.58; No. 
P60C (transformer), $5.2 

Tool Chests.—No. 705, $2. 45 each; No. 710, 
$3.50; No. 715, $5.25. The other numbers 
range in price from $7 to $35 each. 

Vaughan & Bushnell Goods.—Local 
representatives of the Vaughan & 
Bushnell Mfg. Co., Chicago, line of 
tools, are advising the hardware trade 
that prices are 124% to 15 per cent 
lower, effective Jan. 1. 


Window Weights.—Window weight 
makers have announced a_ reduction 
amounting to about $7 per ton, and a 
readjustment of local jobbing quota- 
tions is in the making. 
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Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Dec. 20, 1920. 


MONG the more important price 


changes of the past week were 
reductions in tin and galvanized pipe 
and fittings, registers, tin and japanned 
ware, and in all kinds of sanitary ware. 
It is freely predicted here that an- 


nouncement soon will come out of a 
reduction in malleable fittings and 
valves, by other makers, to the quota- 
tions of Crane & Co., Chicago. Several 
of the pipe jobbers in this district who, 
a few months ago, were obliged to 
truck supplies from the mills and 
because of the extra expense involved 
added $10 per ton to their prices, have 
in the past week gone back to the 
previous jobbing discount. It is con- 
sidered probable that a number of 
articles, prices of which have not yet 
shared in the readjustment, will be 
marked down between now and Jan. 1, 
or soon thereafter. 

Both jobbers and retailers here con- 
tinue to report a very well sustained 
buying movement, although the jobbers 
who have men traveling into West 
Virginia and eastern Ohio have noted 
considerable falling off in the orders 
from those States. Judging by the size 
of the crowds in the department stores 
it would seem as though Christmas 
buying was on a normal basis, but such 
information as is available on the sub- 
ject is to the effect that the volume of 
sales and the amount of money being 
spent are somewhat ‘below the experi- 
ences of the past few years. Pitts- 
burgh has not felt the reaction in 
general business to anywhere nearly 
the extent that several other sections 
of the country have, but in the past 
week or so there has been some increase 
in idleness, due to the fact that a num- 
ber of independent steel companies 
either are running at a much reduced 
rate or are entirely shut down. This, 


of course, reduces the buying power of 
the people of the district to some extent. 

The steel industry is passing through 
an extremely dull period. This is not 
the case with the various subsidiaries 
of the Steel Corporation, all of which 
are operating their plants as full as 
it is physically possible. Price reduc- 
tions by the independents have been 
ineffective in stimulating business and 
the corporation is not now getting 
new orders in equal ratio to those which 
it is completing. Apparently, buyers 
of steel are not interested in new sup- 
plies at the moment, and lacking live 
old orders the independent plants are 
getting close to the end of their oper- 
ating schedules and shutting down. 
The Allegheny Steel Co. and the West 
Penn Steel Co., both located at Brackin- 
ridge, Pa. suspended all work except 
plant repairs on Dec. 15, and it is prob- 
able that the Pittsburgh Steel Co. will 
close down before the holidays begin. 
It is probable that before Christmas is 
here that not more than 25 per cent of 
the independent steel capacity in the 
Pittsburgh and Valley districts will be 
in operation. At the present time only 
the pipe mills are running full, and in 
the past week or so some slowing down 
in the demand for tubular goods has 
been observed, 

There is much discussion as to the 
probable date of recovery in business, 
but the more general opinion is that, 
while there may be a little more buying 
in January than there has been in 
the past two months, it will be well 
into the second quarter of the year 
before real activity will be experienced. 
The next few months probably will be 
marked by rather stiff credit conditions, 
due to the fact that with the reduced 
inventories, forced by the banks, the 
individual borrower will not be able 
to prevent as strong a claim for credit 
as he might demand with higher in- 
ventories. 
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Automobile Accessories.—Tires and 
inner tubes still are selling slowly on 
the market and prices are extremely ir- 
regular, for, of course, there are some 
jobbers and distributers with high cost- 
ing stocks which they are inclined to 
hold for prices that show as little loss 
as possible, while others who have 
bought bargains from makers are able 
to make very low prices. The main 
activity noted in accessories is in those 
seasonable articles such as anti-skid 
chains, heaters, spot lights and robes. 


Bars.—Demands upon the jobbers no 
longer are large or urgent, and with 
the base of all manufacturers 2.35c., 
Pittsburgh, advances over the usual 
warehouse price are not obtainable. 
Two of the steel companies in this 
district maintain warehouses here and 
are quoting steel bars at 3.10c., and the 
smaller factories are obliged to meet 
this figure to secure business. A cut 
of $5 to $10 per ton has been made by 
leading makers of iron bars in this 
district, who now quote refined iron 
bars at 4.75c. to 5c., as compared with 
5e. to 5.50c. the former range. 


We quote from warehouses, steel bars 
$3.10 to $3.35 per lb. for the base sizes, 
with the usual mill differentials for other 
sizes, iron bars, 5c. to 6c. per Ib. base. 

Boiler Tubes.—Jobbers here for the 
time being at least have abandoned the 
former method of quoting boiler tubes 
on a list and discount basis and have 
substituted net prices per foot. This 
action was impelled by the wide varia- 
tion in the quotations of the several 
manufacturers. New prices on less 
than carload lots from warehouse are 
as follows: 

Charcoal Lap Welded 
Iron Steel Seamless 
aes aaah 20c. 
19c. 
21c, 
21c. 


1%4-in. 
14%4-in. fans ee 
1% -in. 27% c. 21c. 
2-in. 24\c. 21c. 
2% -in. 28c. 3c. 23c. 
2%-in. 82c. 26c. 27%, 
3-in. 33c. ae 
3% -in. 38c. 40c. 
3%-in. 46c. 38c. 42c, 
4-in. 58 lec. 46c. 
4% -in. 66c. 66c. 
Bolts, Nuts and Rivets.—The supply 
situation is growing easier, due, on the 
one hand, to the lighter demand, and 
on the other to the fact that the manu- 
facturers rapidly are catching up with 
old orders and making much better 
shipments than was possible a few 
weeks ago. Recent price reductions 
announced by manufacturers apply to 
such unfilled orders as were on their 
books as well as to new business. 
Rivets are inclined toward weakness 
and concessions as much as $5 per ton 
from the new quotations are reported. 


We quote from jobbers’ stock: Machine 
bolts, % x 4-in. and smaller, 40 per cent 
off list; larger and longer, 25 per cent off 
list: carriage bolts, % x 6-in. and smalier, 
30 per cent off list; other sizes 20 per cent 
off list; nuts, hot-pressed, list plus $2; cold- 
punched, list plus $4; track bolts, $8.50 to $9 
base per keg. Large rivets, $6.50 base 
per keg. 

Curry Combs.—New prices have just 
been announced and show a decline of 
30 per cent from the former quotations. 


Cut Nails—Demand is extremely 
slow and the tendency of makers is 
to shade prices against attractive busi- 
ness. The Reading Iron Co. is quoting 
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39c. 
46c. 


59%. 
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6c., base, f.o.b. Birdsboro or Pottstown, 
Pa., in carloads, and 6.25c. in less than 
earloads, while LaBelle Iron Works is 
quoting the same prices f.o.b. Wheeling. 
The Reading Iron Co. on Oct. 15 adopted 
the wire nail classification of extras on 
cut nails, and LaBelle Iron Works, effec- 
tive Dec. 15, has followed suit. These 
extras add considerably to prices and 
constitute an advance in the lack of 
a decline in the base price. The price 
of jobbers’ stocks here is 7.50c., base. 

Furnace Pipe and Fittings.—Effec- 
tive Dec. 15, prices of tin and galvan- 
ized furnace pipe and fittings have gone 
to 30 per cent off list. The former price 
on tin pipe was 15 per cent off list, and 
on galvanized 10 per cent off list. 

Frying Pans.—Steel frying pans have 
been reduced 10 per cent by leading 
makers. 

Malleable Fittings and Valves.—Re- 
port is current here and finds credence 
that makers who have been quoting ad- 
vances over the prices of Crane & Co. 
soon will revise downward their prices 
to the bases of that company. 

Pipe.—Some jobbers, who have been 
quoting base sizes of steel pipe at 
4Y, per cent off list, have raised the 
discount to 46% per cent, equivalent 
to a reduction. in the price of $10 per 
ton. This is the result of the fact 
that shipments against orders now are 
coming by rail, and jobbers are re- 
lieved of the extra expense of drawing 
their supplies from the mills by trucks. 
No change yet has taken place in job- 
bing discounts on wrought iron pipe. 

Registers.—Reduction of 20 per cent 
has been announced by Hart & Cooley, 
who now quote 30 per cent off list as 
compared with 10 per cent off list, the 
former discount. 

Rural Mail Boxes.—In keeping with 
the decline in galvanized sheets, prices 
have been marked down $1 per doz. 

Chamois Skins.—Prices have been 
reduced, the jobbers’ price now being 
15 per cent off list. 

Sheets.—The market is largely a 
buyers’ affair due to the fact that all 
manufacturers are down to the corpor- 
ation base and the demand from small 
consumers who depend upon the ware- 
houses for supplies is no longer urgent. 


We quote from warehouse: One pass 
cold-rolled black sheets, 6.45c. per lb. base, 


Pittsburgh; galvanized, 7.60c. base; blue 
annealed, 5.50c. base: 2%-in. corrugated 





galvanized sheets, 6.85c. per square. 

Steel Wool.—Effective Dec. 15 prices 
were cut 7, per cent. 

Tin Plate.—There is no shortage of 
supply, and small buyers are finding 
ready and full accommodation. The 
base of all makers is $7 per base box 
on Pittsburgh, standard tin plate, but 
odds and ends at the mills are not 
salable at much higher than $6.50, and 
a good deal of material originally sold 
for export is coming back upon the 
domestic market as a result of the 
extremely financial conditions in Cen- 
tral and South America and the Far 
East. These resale offerings of export 
tin plate can be bought as low as $6.50 
per box. 


We quote from warehouse: Standard coke 
tin plate, $9.50 per base box; roofing ternes, 
20 x 28-in., 40-Ib., i.e., $27.80 to $28.50. 
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Tinware.—In keeping with the easier 
situation in tin plate, leading makers of 
tin and japanned ware have just an- 
nounced a reduction at 10 per cent. 

Wire Products.—The situation is 
easier, largely due to the fact that the 
American Steel & Wire Co. is operating 
at a high rate and is not only shipping 
freely against old bookings but also 
is in a more receptive mood with regard 
to new business. All of the independent 
makers are quoting the Corporation 
base of wire, but some of them still 
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are quoting nails at $3.75, base, per 
keg, or $10 per ton above the Corpora- 
tion level. 


We quote from jobbers’ stocks: Wire 
nails, $3.90 base per keg; annealed wire, 
base sizes, $3.90 per 100 lb.; galvanized 
wire, $4.60; galvanized barbed wire, $4.75; 
wire brads, 60 to 70 per cent off list; woven 
wire fencing, out of stock, 50 per cent off 
list 

Sanitary Ware.—Leading manufac- 


turers recently announced a reduction 
of 10 per cent, applying on both un- 
filled orders and new business. 


CINCINNATI 


HARDWARE AGE, 
le Library Building, 
Cincinnati, Dec 1920 
ap sapped is going forward 
in an orderly way among the hard- 
ware trade, and there is apparent a 
note of confidence permeating the 
minds of manufacturers, jobbers and 
dealers. While buying is being care- 
fully done, there is an evident deter- 
mination to keep stocks in shape to take 
care of customers, and it is expected 
that after the inventory period buying 
will be resumed at a normal rate. Up 
to date this month business has been 
good, and while a larger portion of it 
than usual may be ascribed to the holi- 
day season, dealers have no complaints 
to make over their business in general 
lines of hardware. 

The next week promises to be a very 
brisk one. Downtown merchants re- 
port that so far as their experiences go 
there is no lack of money for holiday 
buying. The best is none too good for 
the average American, and the pecu- 
liar condition brought about by the war 
time prosperity bids fair to continue 
with us, particularly during holiday 
seasons. At any rate the higher priced 
articles seem to command the prefer- 


of 


Office 
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ence of Christmas shoppers, and in 
some lines, particularly toys, there 
promises to be a_ shortage before 


Christmas actually rolls around. 

Sales to date this month average well 
up to last December, and when it is 
remembered that this month last year 
was a record-breaker, it can be seen 
that the hardware trade has every rea- 
son to feel optimistic regarding the fu- 
ture. It is true that some prices have 
been cut within the last month, but 
jobbers and dealers have not been 
caught with large stocks, and their 
losses from this source will be com- 
paratively small. The policy being 
pursued is to mark down various items 
as soon as changes are received, and 
that this is working out well is evi- 
denced by the manner in which the 
trade generally has reacted to the lower 
level of prices. 

Prices on the whole are about the 
same as those prevailing for some time 
past, though some declines were regis- 
tered during the past fortnight. Included 
in the declines were machine bolts 
and nuts, sash cord, brass and copper 
rivets, steel wool, non-freeze solutions, 
and rural mail boxes. Galvanized steel 
sheets are also lower, and hammers will 


be marked down during the course of 
the week. Jobbers have also reduced 
prices on wire nails 50c. a keg, but 
other wire products remain at previous 
levels. On the other hand, a manufac- 
turer of wood handles has sent out an 
announcement that the prospects for 
an increase in the price of wood handles 
during the next year were very prob- 
able, and at the same time it was an- 
nounced that its prices would be guar- 
anteed against decline until July 1. 

Complaints of slow collections are 
heard from some districts, particularly 
in the South. This is accounted for by 
the failure of the cotton growers and 
tobacco growers to dispose of their 
crops at the usual periods. No concern 
is felt over this situation, however, as 
it is expected that by the middle of 
January these matters will be all 
straightened out. Outside of these dis- 
tricts collections have been good, deal- 
ers discounting their bills promptly. 

Automobile Accessories.—The acces- 
sories exhibition has stimulated inter- 
est in this line, and some good orders 
for the coming year were received by 
jobbers exhibiting. On the whole, how- 
ever, present business is rather quiet, 
being confined almost exclusively to 
winter needs. Some declines have been 
registered since last report, among them 
being brass rivets, which are down ap- 
proximately 15 per cent, and non-freeze 
solutions, which owing to the drop in 
the alcohol market, have also been 
reduced 15 per cent. 

Axes.—There is nothing new to re- 
port. While some shipments are being 
received, they are hardly sufficient to 
take care of thd trade, and some job- 
bers report their stocks badly broken. 


Others however have good stocks. 
Prices remain stationary, jobbers quot- 
ing: 

Single bitted handled axes, 3% to 4% 
Ib., $2.75 per doz. 


Bolts and Nuts.—Since last report a 
sharp decline has taken place in the 
price of bolts and nuts, and these were 
immediately put into effect by local 
jobbers. The demand is fair, and while 
shipments are better, stocks are not 
large, but are sufficient to take care of 
the demand, which is only fair. 


Jobbers quote: Machine bolts, small sizes, 
35 and 10 per cent off list; larger sizes, 
30 and 5 per cent off list Carriage bolts, 
smaller sizes, 30 and 10 off; larger sizes, 
20 and 10. Stove bolts (unchanged), 50 and 
10 off. Semi-finished nuts, 9/16 and smaller, 
50 and 10 off; larger sizes, 45 and 10. 


Brass Rivets.—Prices on brass rivets 
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have been reduced approximately 15 
per cent since last report. 


Builders’ Hardware.—Nothing new to 
report. This line is comparatively 
quiet. An agreement between the mas- 


ter builders and unions as to working . 


conditions has been entered into, and 
this is expected to have a good effect 
in stabilizing conditions and releasing 
a lot of construction work held up un- 
til the uncertainties of the present year 
were removed. Jobbers and dealers 
are looking forward to a rushing busi- 
ness when spring opens up. 





Copper Rivets and Burrs. 
report a reduction of approximately 10 
per cent has gone into effect, and job- 
bers are now quoting these items at 20 
per cent off list. 


Coaster Wagons.—The demand con- 
tinues brisk, and it is expected that 
stocks will be practically cleaned out 
before Christmas. The higher priced 
wagons seem to be coming in for most 
of the attention, but when Christmas 
shopping starts in earnest next week, 
dealers anticipate some difficulty in 
taking care of the trade. 


Coal Hods.—The demand is. still 
brisk. Stocks are in fair shape. 
Lower prices of sheets are expected to 
have some influence on future prices, 
but to date nothing definite has been 
received as to whether these will come 
before the first of the year. 
meantime jobbers quote from stock. 


Japanned open hods, 17-in., $6 per doz.; 


18-in., $6.75 per doz.; japanned funnel hods, 
17-in., $7.50 per doz.; galvanized open hods, 
17-in., $9 per doz.; 18-in., $9.75 per doz.; 
galvanized funnel hods, 17-in., $10.90 per 


doz.; 18-in., $11.90 per doz. 
Cutlery.—Christmas sales of cutlery 
are reported as excellent. Carving sets 
and pocket knives seem to be in par- 
ticular favor, though other lines also 
come in for-attention. Prices are firm. 


Drills and Taps.—According to one 
jobber very little reduction can be made 
in the prices of drills and taps. While 
all other articles were on the upward 
swing these articles remained station- 
ary, and the prices quoted are the same 
as those in effect at this time last year. 
There is a fair demand, and stocks are 
in good shape. 


Eaves Trough and Conductor Pipe.— 
A falling off is noticed, though business 
is still considered fair. No further 
price reductions have been made, how- 
ever, and jobbers still quote: 

Twenty-eight-ga., 5-in. lap joint, single 
bead, eaves trough, $7.50 per 100 ft.; 28- 
ga., 3- in. corrugated conductor pipe, $7 per 
100 ft.; 3-in. corrugated conductor elbows, 
$2.16 per doz. 

riles—No price changes are noted. 
The demand is only fair. 

All mz akes of —_ are quoted by jobbers 
at 45 and 5 off list. 

Galvanized Ware.—Stocks are _ in 
better shape than for some time past, 
as manufacturers are getting more ma- 
terials to work up. Galvanized sheets 
dropped 2c. a lb. since last report, or 
from 9c. to 7c. for No. 28 gage. Other 


prices are firm at the recent levels. 
Jobbers quote: 


In the. 
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Galvanized steel sheets, 7c, . lb.; 
vanized pails, 10-qt., $4 per doz.; 
$4.45 per doz.; 14-qt., $4.90 per doz.; 
$6 per doz.; “— wash tubs, 
$9.25 per doz.; ; No. 1, $11.35; No. 
No. 3, $15. 

Glass.—Local jobbers have reduced 
quotations on plate glass 25 per cent 
within the past week. Stocks of plate 
are in good shape, and the demand very 
slow. Window glass however shows no 
change, and it is extremely doubtful if 
there will be any reductions in prices 
for a year at least. Negotiations are 
now being carried on between operators 
of glass factories and employees on the 
proposition for an increase of 12% per 
cent in wages demanded by glass 
workers in window glass factories, and 
if this is granted it is probable that an 
increase in price will have to be made 
to cover it. It is expected however 
that with the gradual recession in 
prices of all commodities the workers 
will be satisfied with last year’s scale, 
and this‘ will enable the manufacturers 
to continue present prices. Most fac- 
tories are down at the present time on 
account of the gas shortage. If build- 
ing construction improves as _ antici- 
pated next spring, there will undoubted- 
ly be a shortage of window glass. 


gal- 
12-qt., 
16-qt., 
No. 0, 
2, $14; 


Hammers.—Reductions in the price 
of all hammers were put into effect 
last week. The declines average from 
124% to 15 per cent, 


Lanterns.—Sales are still good. 
Stocks are still badly broken, and it is 
said that red lanterns are particularly 





scarce. No price changes are noted. 
Jobbers quote: Wizard, Blizzard and 
3uckeye Dash, $14.25 a doz.; Monarch tin, 


$9.00 per, doz.; Eureka Driving, $19 a doz. 


Linseed Oil.—No changes are noted 
in quotations for linseed oil during the 
week. The market is dull. 

Jobbers quote: Linseed oil in single bar- 
rels, $1.02 per gal.; 10 to 25-gal. lots, $1.07; 
1 to 9-gal. lots, $1.17. Boiled linseed is 
le. gal. higher. 

Lead.—Prices registered a decline of 
Yc. a lb. in the last fortnight, and 
white and red lead are now quoted: 

100 to 500 Ib. kegs, 14c. a lb.; 50 and 
25-lb. kegs, 14c. lb.; 12% Ib! kegs, 14%c. 
lb. Lots over 500 Ibs., take a further dis- 
count of 10 per cent. 

Mail Boxes.—Rural mail boxes have 
been reduced approximately 10 per 
cent, and local jobbers are now quoting 
them at $13.00 per doz. 


Mechanics’ Tools.—While sales local- 
ly have fallen off to some extent, job- 
bers report the demand from outside 
districts good. Carpenters’ tools are 
still scarce, particularly hammers and 
saws. Hatchets are in better supply. 
Prices on all lines of machinists’ ham- 
mers have declined 12! to 15 per cent 
within the week. 


Nails.—The supply of nails has con- 
siderably increased since last report, 
and jobbers are able to take care of the 
demand. In common with prices on all 
steel products, wire nails have declined, 
and are now being quoted at $4.00 per 
keg, base, a drop of 50c. since last 
report. 


Paints.—Local manufacturers state 
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that this year will be one of the best 
in their history. Orders are now being 
placed for spring delivery, and judging 
by the amount of business booked dur- 
ing the past month or so, next year will 
be a good year. Jobbers report the 
line a little dull at present, but dealers 
report sales fair. No further reduc- 
tions in prices are reported. c 


Rivets.—The supply of rivets at 
present is not abundant, but shipments 
are being received from time to time, 
and jobbers are able to take care of the 
demand. Slight changes in discounts 
are reported, and rivets are now being 
quoted at 40 per cent off list for all 
sizes. 


Roofing Paper. Further sharp re- 
ductions have been made in roofing 
papers, and it is said that these are 
now down to rock bottom levels. De- 
clines average from 20 to 30 per cent, 
which added to the decline of 124 per 
cent reported last fortnight, make the 
decline from the high level 32. to 424 
per cent. Desire on the part of manu- 
facturers to bring about deflation of 
prices at one sweep is held to be ac- 
countable for the drastic declines. 
Stocks are in good shape. 

Jobbers quote: Standard, 1-ply, $1.30 per 
roll; 2-ply, $1.60 per roll; 3-ply, $1.90 per 
roll. Holdfast, 1-ply, $1.40 per roll; 2-ply, 
$1.80 per roll; 3-ply, Red 
rosin roofing paper, 20-lb. per 
roll; 25-lb. rolls, $1.15; 30-lb. rolls, $1.40; 
35-lb. rolls, $1.65. Slate surface roofing, 
$2.40 per roll. 

Steel Wool.—Declines approximating 
7% per cent are registered im steel 
wool. These have been put into effect 
by local jobbers. 


Stove Boards.—The demand _ con- 
tinues good, and stocks are in fair 
shape. No price changes have been 
made recently, and jobbers still quote: 

Wood lined crystal ot boards, 24 x 24 
in., $14.20 per doz.; 26 26 in 
per doz.; 28 x 28 in., $19! 50 per doz. ; 30 
x 30 in.,. $22 per doz.; 33 x 33 in., 
per doz.; 36 x 36 in., $31.50 per doz. 
case lots, a discount of 5 per cent is 
allowed on above prices. 

Stoves and Ranges.—Colder weather 
has quickened the demand for stoves 
and ranges and sales have been good. 
Gas heaters also have been moving 
steadily. Combination coal and gas 
ranges continue to be popular. No 
price changes have been made recently, 
however, and none are anticipated until 
after the new year at least. 


Stove Pipe and Elbows.—Expecta- 
tions of lower prices have not material- 
ized as yet. Sales are good, and stocks 
in fair shape. Jobbers continue to 
quote: 

Stove pipe, 3-in., 18c. joint; 4-in., Sidige.; 


5-in., 22c. joint; 6-in., 25c. joint; 7-in., 2 
joint. 


Elbows, 3-in., 
5-in., $2.25 doz.; 
$3.75 doz. 

Toys.—The demand for toys is ex- 
ceedingly brisk. Erector sets, veloci- 
pedes and wagons are in good demand, 
and price apparently cuts no figure. 
Speaking of prices, a local jobber han- 
dling toys gave it as his opinion that 
prices will not be any lower for a year 
at least. He stated that his company 


$2 doz.; 4-in., $2.15 doz.; 
6-in., $2.75 doz.; T7-in., 
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had already contracted for a good part 
of its requirements for next year, and 
that the prices averaged 5 per cent 
higher than paid for this year’s supply. 
Stocks are being rapidly depleted, and 
it is expected that a very small portion 
of this year’s goods will be carried over 
into next year. 

Wood Handles.—A Kentucky manu- 
facturer of wood handles, announcing 
that he would guarantee his prices 
against decline up till July 1, 1921, 
gave some interesting information on 
the subject. He stated that the buy- 
ing public was demanding the very best 
second growth hickory handles, and 
that to supply their fancies the cost of 
securing the wood for handles was 
tremendously increased over the pre- 
war period. Comparisons with lumber 
prices could not be made in the case of 
handles, for the advances in the latter 
items had not anywhere near kept pace 
with those in lumber. Far from ex- 
pecting any declines, the trade was 
faced with the possibility of advances, 
and jobbers and dealers were advised 
to lay in supplies against this possi- 
bility. Handles are in fair supply lo- 
cally, with the demand steady. 

Screws.—Prices have been revised 
somewhat on screws since last report, 
and jobbers are now quoting: 


Coach screws, 40 and 10 off list; set 
screws, 35 and 10 off; cap screws, 30 and 
10 off; wood screws, 70 and 20 off. 


Current Metal Prices 








HARDWARE AGE 


87 


TWIN CITIES 


St. Paul and Minneapolis, 
Office of HARDWARE AGE, 
3725 Colfax Ave. South, 
Minneapolis, Minn, 

T= spirit of uncertainty still pre- 

vails in the retail hardware business 
as well as in all other lines. The un- 
seasonable weather conditions have 
quite a bearing on this feeling of un- 
certainty as the retailer naturally 
anxious to dispose of seasonable goods 
for which there is, under present con- 
ditions, no sale. This includes such 
items as sleds, skates, snow shovels, 
sidewalk scrapers, etc., which ordinarily 
at this season are an important item. 

Jobbers’ salesmen report that busi- 
ness is quiet. In fact business with 
jobbers is much more quiet than with 
the retailer. The retailer is making a 
special effort to reduce stocks of sea- 
sonable merchandise and meanwhile is 
buying only the merchandise absolutely 
necessary to handle his trade. 

Dealers are still confidently expect- 
ing seasonable Christmas weather and 
hope to do a nice volume of business. 
However, the daily increasing number 
of unemployed (now estimated at 15,- 
000 in Minneapolis) will no doubt tend 
to curtail sales. 

With prices of other commodities 
breaking so badly it is really remark- 


is 














able how slow and orderly the decline 
in hardware has been and continues to 
be. 

3usiness men, in general, feel opti- 
mistic over the possibilities of business 
for 1921 and look forward to a good 
year. 

Builders’ Hardware.—Conditions in 
the building business show no improve- 
ment in spite of sharp réductions in 
some building materials. However, 
this is usually the dull season of the 
year and it is confidently expected that 
conditions will improve shortly after 
the first of the year. 

Jobbers’ 
No price 


Axes.—Sales are fair. 
stocks are in good condition. 


changes. 


We quote from jobbers’ tock Single 
bit, base weights, $16.50 per doz.; double 
bit, base weights, $21.50 per doz 


Ash Sifters.—Sales are not as active 
as they should be. Jobbers’ stocks are 


good. No price changes. 
\ enuote ffom local jobbers’ stocks: 
Wood square, $4.50 doz.: metallic round 


$4.75 doz.; wood barrel, $15 doz 

Bale Ties.—It is getting rather late 
in season for this item. Sales are dull. 
No price changes. 


We quote from local jobbers’ stocks: 
60-5 per cent from standard lists 
Bolts.—Jobbers’ stocks of bolts are 


now in fair condition, due to improved 
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Babbitt Metal 


fron and Soft Steel Bars Box Annealed—Black Tin Plates 
B and Shapes Perk Soft Steel Bright Tin Rest grade, per Ib........---. 80¢ 
ars: er Ib. . > , a . ss ' ercis rrade or Ib... . .40¢ 
@. Mi Wood's Grade Grade Commercial grade, per | P 

Refined Iron, base price... 4.70¢ One Pass, Refined “AAA A" j f 

Swedish Bars, base price. .20.00¢ Per Ib Per Ib. ae ( barenel si Antimony ee 
“-< oe: ‘ — : Noe. 18 and 20...... 6.206 14x20 14x20 yt Prreree 7%@8% 

peti, aan °3-48@3.70¢ Nos. 22 and 24...... ‘b¢  7.80¢ WS cinexess $12.65 $11.65 ee 

1 to 6 in. x % in. to 1 in., NO. 262... eee eeeeeees 7.90¢ IX se eeeees 14.45 13.45 No. 1 aluminum (guaranteed 

3.48 @4.50¢ Be Div casecce ..6.50¢ 8.00¢ Eee sésenscc 16.25 15 05 over 99 per cent pure), in 
1 to 6 in. x % to 5/16, No. 30 : oo. 6.75¢ IXXX _ ..... 17.85 16.65 ingots for remelting, per 
3.58@4.75¢ No. 28. 36 in. wide, 10¢ > 5) ae 19.45 18.25 Ib. 35@38¢ 
Rods—™% and 11/16....3 53@5.45¢ MS  Ccaaeeeeeucheen Coke—14 av 20 iid Metal 
Bands, 1% to 6 x 3/16 to erated Waster Ole etals 
. ase e 4.18@4.65¢ Galvanized Per Ib vues aseece q % : 

No. 8 (base price)..4.18@4.62 Falvaniz . 80 Ib. ere 8.55¢ The market has been dull and 
Hoops (base price)... .4.18@4.70¢ Cee Se ¢.00 ee .. 8.90 8.65¢ values slightly lower, the tendency 
— a Channels, Angles NO. 16... eeereerereereerees 1.20 SOE ej ctices 9.00 8.75¢ being to wait until after the first 

ay owe Nos. 18 and 20....+eee++ee++ 7.40 We vcacétues: ee 9.00¢ of the year Dealers buying prices 

3 in. x 4 in. and larger, N 22 and 24 7.55 : ; 

Or 3.58@3.80¢ Pee ee ene me TRE LESS SERS Chess IX 10.00¢ are as follows: 
Channels, Angles and Tees Be MOUs ceneacsesKeversseds ss pes IXXX 11.00¢ Cents 
ander 3 in. x 4 in.3.48@3.70¢ NO, 2Te cece eee e eee eeeeenenns (.59 IXXX 12 00¢ A Per Ib. 
Merchant Steel PM, Sires aH Pkee Red ee MN leo es oa 8.00 ). & 2) Sars 13.00¢ Copper, heayy and Crucible. .$11.00 
Per lb. i Pree rr ry errr 8.50 oe Copper, heavy and wire 10.00 
an > , Terne Plates 
Tire, 1% x % in. and Jarger.3.75¢ No. 28, 36 in. wide 20¢ higher. 8-1d. Coat 14 ¢ 20 Copper, light and bottoms 8.25 
Smooth finish, 1 x 2% . re oe n Ds BE ee tnecdienn 6.50 
x % in. and larger...... 4.25¢ Steel Wire TOO Te oe uxneexaancvecusscue ee “oe “ ~ ~~ 
. 1 = . = Wicca aa ca banans amauind 9.00 crass, ligh eoees ov 
7S “ x % in. and 5.00¢ Base Price* on No. 9 op pon men Heavy machine composition 10.50 
eetad ghbesneteeeees 5. coarser: e b ) erieackwe . ae ane 
Cold-rolled strip (soft led Weel is one scae's wwe 6.00¢ Firedoor Stock.......ccceses 12.00 No 1 yellow brass turning 4 6.00 
and quarter hard) .10.35@11.00¢ . led Soft 6.00¢ - No. 1 red brass or composi 
BBRORIEE BOLE eesserccrces fiat Tin tion turnings 8.25 
Open-hearth spring steel $ cts 7 
6.50@8.00¢ Galvanized Annealed ...... 6.75¢ Straight pig a .B7¢ Lead, heavy . ees 8.50 
Shafting and Screw Stock: Copper Basic «.-+eseererees 6 50¢ a 42 to 47¢ Lead, tea 3.00 
5.5 “ub 4 f i “ 4 . € OF q ny 
+ se 4 iy ‘ : : adie. 5.50¢ Tinned Soft Bessemer..... 8.00¢ Copper ee 3.00 
. es f o 
ox. BEES PO SRR OAR ES 6.00¢ Brass Sheet, Rod, Tube and Lake Ingot ....-c.ceeeecees 16%¢ Pipe 
Standard cast steel, base Wire Electrolytic sees ee eeeeee eee 16%4¢ Standard—Steel 
or ‘as i - geeasetoasevaedsaseéa 5 iy lk . 
PHIOD vc ccccceerncsccveys 15.00¢ High Brass Sheet.......23%@24¢ asting 16%¢ Blk. Gal 

4 PeBt BOG) es cance sccccceeaeeun 4 > oat or . n ¢ 

— ' ; ge teel P< “ “4 High Brass Wire...... 24%, @25¢ Spelter and Sheet Zine % in. Butt..---... 34 17 
{ st ef ee a rw m . —- 
tra k.. i. - at : ».00¢ eee 21% @24¢ Western spelter 7™4 to 8% 4-5 in. Butt. 38 22 
== veiiatible wa Ib ets THe cccesvess 39% @29 Sheet zine, No. 9 base, casks, 3%-6 in. Lap.. 3 18 
- sitll o ! 14@14%¢4 7-12 in. Lap.. 23 - 6 

% m. and heavier....3.78@4.00¢ Copper Sheets 

Sheets Lead and Solder Wrought Iron 
Sheet Copper, hot rolled 24 oz, : a ‘nt . , 

Blue Annealed 244% @ 25%¢ per lb. base American pig lead....... 7 to T%e Bik. Gal 
No. Cold rolled, 14 oz. and heavier, sar lead --8 to 9¢ %-1% in, Butt...... 3 +17 
INO. BB. cccccccccvcas 4.75 @5.55¢ 2¢ per Ib. advance over hot rolled. Solder % and ™% guaranteed 28¢ 2 in. Lap...... + 3 +21 
Ms .GbiGvaccecveds Bees LES - — No. 1 solder...... 25%¢ $%-6 in. Lap........ -/ 1 +17 
a Sere reer errr *Regular extras for lighter gages. Refined solder 21%¢ 7-12 in. Lap +12 +30 
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Paint Material Prices as Quoted in New York—December 20, 1920 


Animal, Fish and Vege- Olive, denatured, bbl., Gum Shellac Black, Ivory ...+.+++- 15 @30 
ee Sa Peers. Serene nc $2.70@2.80 = piamond I .......es scene eee $1.30 Lampblack ....-..+++- 12 @40 
Linseed, Raw, carload Neatsfoot, Prime...... -95@1.00 Fine Orange ......-.-- 90@ .92 Blue, Chinese ......-. 82 @— 
a ees $ .79@ .80 Palm, Lagos, in casks, ee Par eee hy 5 Blue, Prussian ......-- 322 @a— 
City, 5-bbl. lots, gal... .82@ .83 . sole cele ong deceagha phen ME ckasadaces cea meres nominal ies MSIE. 6 6660s 8 @— 
Out-of-town, 5 bbl. lots oe Been, . B....-- 9% @9%¢ Kale Rvtien, <ss0<ececcsn. nominal Blue, Ultramarine ....15 @45 
Phas pets pe :> | a oe Miscellaneous ONE 54 ws Gicadd ardiviwin ee SRE 70 Brown, American, Burnt 34@ 4 
Olled, <¢ per gal. advance oc £ , 7 : HH 4 alis 
Lard, oulaea: une, edible ae — = ere ReS enn ener Ne ees = hers pen ty 6% @13 
in bbls., per gal..... 1.50@1.55 Prime, White, ton......... — 40 Bone Dry ...--seceees 90@ .92 enihew Umber Ree 5 @ 6 
Cotton seed, ae ae, on Ib. : ace er eee — Bay a. ee See +++ 7 =* 
ee ei , iden, %@ — nes vy, per ees es -4%@4% White 300d, DIF ssc 9%4@ 9% a ( — oe a @70 
“i eet te 9%@ — ( a ai In O88 2... cece eee eeeeeeees 11% Arsenic ...cccccccee-B2 @88 
Tallow, acidless, gal....100@1.05 Pesci . ee . 2 - 5 we sii Red Lead, Dry......-- 10% @11 Red Carmine, No. 10, ; 
Menhaden more ae ec . Rene ee > RR Snorer sre 12% DUK ve eeee rere ee ened 5.00@5.10 
Crude, bbl.p gal........ 30@ .35 Commercial ptae ca eres ",1.40@1.50 Zine indian Red, Standard... ‘a @i6 
Light pressed, gal..... S5@ 57 Giders 6. ccc e ssw ees ee 1.40@1.50 Oxide, Selected, per 1b..10 @10% Rose Pink ....--++-+-- = oo 
Bleached Winter, gal... .57@ .59 Ex. Gilders ........+-. 1.50@1.60 Red Seal ....++++++0- 10% @11 came -~-nglialald dildo: a 
Cocoanut, Ceylon, bb! Litharge, casks, per Ib. .10@10%¢ Green Seal ./--+--0+-- 11% @12% ee rine sO . a 
ae Oe ne "13 @13% ‘iene White: BOA bs6605.b0%0: 13 @13% Pe ereree, SOS nEe see see | ane 
% i Vermilion, English ....1.19@— 
Cod, Domestic, Prime.. .68@ .70 Fish, gal. ..--.+.ee0e- 1.40@1.80 Dry Colors Per ib Natural Red Oxide..... 4 @5 
Newfoundland, in bbl.. @ 8h ee TA: kieeaeceesrcewwess .30 Black, Carbon Gas....12 @30 ; Talon. Chnne ....020 6— 
Corn, Refined, bbl., lb....9% @10¢ Spirits of Turpentine Biack, Bone ........+ 5% @10 Ochre, French ........ 4% @ 5% 
Crude, bbl., per Ib...... 9% @10¢ Per Pal... FER i c.cc'o hesencass .78 Disth, DED <06cscere 6 @15 Domestic .ccccccccces sO QO 


factory shipments and lighter demand. 
No price changes since last report. 


We quote from local jobbers’ stocks: 
Small carriage bolts, 20 per cent.; large 
carriage bolts, 15 per cent; small machine 
bolts, 30 per cent; large machine bolts, 20 
per cent; stove bo'ts 50-5 per cent; lag 
screws, 30-10 per cent; plow bolts, 20 per 
cent. 

Coal Hods.—This line is not moving 
as rapidly as had been anticipated. 
Consequently jobbers and retailers all 
have a very good supply. No price 
changes reported. 


We quote from local jobbers’ stocks: 
Japanned 17-in. open, $5.20 doz.; japanned 
18-in. open. $5.50 doz.; japanned funnel 17- 
in., $6.55 doz.; japanned funnel, 18-in., 
$7.20 doz.; galvanized open, 17-in., $8 doz.; 
galvanized open 18-in., $8.75 doz.; galva- 
nized funnel, 17-in.; $9.90 doz.; galvanized 
funnel, 18-in., $11.70 doz. 


Eaves Trough Conductor Pipe and 
Elbows.—This line is a slow mover at 
this season. No price changes have 
been made. 

_We quote from local jobbers’ stocks: 
Eaves trough, 28-ga., 5-in. lap joint, single 
bead, $250 per 100 ft.: conductor pipe, 28 
ga., corrugated, 3-in., $9 per 100 ft.; elbows, 
3-in. corrugated, $2.16 per doz. 

Files.—Sales are on a par with that 
in other items of hardware stocks. No 
price changes reported. 

_We quote from local jobbers’ stocks: 
Nicholson files, 45-5 per cent; Riverside 
and Arcade brands, 50-10 per cent. 

Galvanized Ware.—This line is un- 
usually quiet at the present time. 
Jobbers’ stocks are large. There has 
been a price reduction on some of the 
items. 

We quote from local jobbers’ stocks: 
Standard No. 1 galvanized tubs, $10.95 per 
doz.; standard No. 2, $12.30 per doz.: 
Standard No. 3, $14.35 per doz.: Heavy 
galvanized No. 1, $24.00 per doz.; Heavy 
No. 2, $26.50 per doz.; Heavy No. 3, $28 
per doz.; Standard 10-qt. galvanized pails 
$3.85 doz.; Standard 12-qt. $4.20 per doz.; 
standard 14-qt., $4.70 per doz.: standard 
16-qt. stock, $7.20 per doz.; standard 18-qt. 
stock $8.35 per doz. 

Glass and Putty.—Business in both 
of these items continues brisk. No 
price changes have been made. 


We quote from local jobbers’ stocks: 


76 per cent and 78 per cent from standard 
lists. Putty. 5%c. per Ib. 


Lanterns.—On account of general 


business conditions sales of lanterns 
remain very dull. No price changes. 

We quote from local jobbers’ stocks: 
Tubular long globe or short globe, $13 per 
doz.; tubular dash, $17.60 per doz.; Dietz 
Cold Blast No. 2, $14.25 doz. 

Nails.—There is a gradual improve- 
ment in the nail situation with regard 
to both bright and coated nails. Job- 
bers’ stocks are showing considerable 
improvement on the bright and a ten- 
dency to overstocks on the coated 6d 
and larger. There has been a heavy 
decline on coated nails so that they now 
bear their proper relation to bright 
nails. 

We quote from local jobbers’ stocks: 


Standard wire nails $4.85 per keg base, 
Coated $435 per keg base. 

Paper.—Sales remain dull as it has 
for some time past. No further price 
changes have been made than that re- 
ported last week. 

We quote from local jobbers’ stocks: 
f.o.b.: Barrett’s No. 2 tarred felt, $4.15 per 
ewt.; Barrett’s threaded felt. 500-ft. rolls, 
$2.08 per roll; Slater’s felt, $1.39 per roll; 
No. 20 red rosin, 97c. per roll; No, 25 red 
rosin, $1.20 per roll; No. 39 red rosin, $1.45 
per roll. 

Rope.—Rope business shows no 
change. There is very little activity 
in the line. No price change. 

We quote from local jobbers’ stocks: 
Columbian manilla rone at 27%4c. lb. base; 
Columbian sisal at 18%4c., lb. base. 

Sandpaper.—Sales are in line with 
other goods of similar nature, which is 
dull. No price changes. 

We quote from local jobbers’ stocks: 
Best grade No. 1, per ream, $7.20; second 
grade, No. 1, per ream, $6.50. 

Screws.—Stocks are gradually im- 
proving, but are not complete. Sales 
are very slow as is customary at the 
end of the year. No further declines 
are reported. 

We quote from local jobbers’ stocks: 
Flat-head bright screws, 70-10 per cent; 
round-head blued screws, 671%-5 per cent; 
flat-head japanned screws, 621%4-5 per cent; 
flat-head brass screws, 50-5 per cent; 
round-head brass screws, 47% per cent; 
iron machine screws, 60 per cent; brass 
machine screws, 40 per cent. 


Sidewalk Scrapers and Snow Shovels. 


—Jobbers’ stocks are in excellent con- 
dition, but retail sales are dull, due to 
the fact that there has been no snow in 
this territory. No price changes. 

We auote from local jobbers’ stocks: 
Steel sidewalk scrapers, $4.10 doz.: wood 
straight handle snow shovels, $5.75 doz.; 
steel blade straight hand'e, $6 80 doz.; gal- 
vanized steel blade, D-handle, $14.40 doz. 

Solder.—Business in this line af- 
fected by the mild weather and sales 
are dull. No further price changes 
than that of last week. 

We ‘quote from locai jobbers’ stocks: 
half and ha'f 29 cents per Ib. 

Steel Sheets.—Jobbers now have a 
fairly complete stock of sheets, due to 
the fact factories are making good 
shipments and sales dull. Price re- 
mains same as last week. 


We auote from local jobbers’ stocks: 
298-ga, Black sheets $6.35 per cwt.; 28-ga. 
Galvanized sheets $7.70 per cwt. 


Stove Goods.—Jobbers’ stocks are in 
good condition. Retail sales as a whole 
have been very good. 


We quote from local jobbers’ stocks: 
Stove Boards crystallized 28 x 28 $18.85 per 
doz.: 30 x 30 at $21.20 per doz.; 36 x 36 at 
$30.50 per doz.; Stovepipe 28-ga. 6-in. uni- 
form blued 25 cts. per joint. Elbows, com- 
mon corrugated $2.00 per doz.; adjustable, 
charcoal iron, 6-in. $2.70 per doz. Dampers, 
east iron, wood or coil handles, 2.10 per doz. 
Stove shove's 15-in. Japanned .70c. doz.; 
19-in.Round Handles $1.65 per doz. 


Tin Plates.—While there is very little 
demand in this market and stocks are 
good, the price remains unchanged. 

We quote from local jobbers’ stocks: 
Furnace coke, ICL, 20 x 28, $19 per box; 
roofing tin, IC, 20 x 28, 8-lb. coating, $18.50. 

Weather Strip.—Sales are good, and 
jobbers’ stocks are very complete. 
Prices remain as previously reported. 


We quote from local jobbers’ stocks: 
S%-in. and %-in. wood and felt, $2.25 per 
100 ft.; 1-in. wood and felt, $3.40 per 100 ft. 


Wire.—Jobbers are gradually ac- 
cumulating a fair supply of wire of all 
kinds. Sales are dull. Prices show no 
change. 


We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80-rod spools 
$4.05. Galvanized $4.60; Painted hog wire 
$4.32. Galvanized hog wire $4.90 per spool. 
Smooth black No. 9, $4.85 per cwt.; Gal- 
vanized Smooth No. 9, $5.55 per cwt. 
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Boston Paint Market 
512 Tremont Building, 
Office of HARDWARE AGE, 
Boston, Dec. 18, 
— paint interests are fairly 
well occupied, but not with new 
business. Efforts are devoted largely 
to getting in fresh supplies, the deter- 
mination being that they will not be 
caught short of stock as was the case 
last January. As to new business, 
buyers are inclined to hold back, first 
because they do not wish to augment 
stocks prior to inventory taking and 
second because they believe prices on 
mixed paints will be lower rather than 
higher. This feeling regarding prices 
is shared to some extent by the whole- 
sale houses, the claim being made that 
the decline in raw materials justify a 
further readjustment of mixed paint 
values. None of the manufacturers 
appear willing to take the lead in 
reducing prices, however, and the mar- 
ket therefore is simply drifting along. 

General opinion is that the price 
question will be definitely settled be- 
fore spring. With that belief in mind, 
various campaigns are in the process 
of formation for the biggest season 
ever in 1921. Figures show that in al- 
most every city and town in New Eng- 
land a majority of homes, churches, 
schools, etc., are sadly in need of paint, 
and the effort is to be made to have im- 
provements made. That is one of the 
chief reasons why the wholesale houses 
are getting in large stocks of paint. 

Nothing new of interest has de- 
veloped in the market for brushes. 
Prices for raw materials have not de- 
clined sufficiently to suggest cheaper 
brushes. The situation as regards dry 
colors remains unchanged. There is 
still more or less difficulty in securing 
desired quantities of certain colors, but 
the general supply situation is gradu- 
ally improving. 

Lead.—A further reduction in paint 
leads is announced, this time amount- 
ing to “4c. per lb., and bringing the 
total drop on this movement up to 1c. 
The new prices, however, have failed to 
encourage any great amount of buying. 
inasmuch as the average person con- 
nected with the paint industry con- 
siders prices still all out of proportion 
with the market for pig lead. On the 
new basis of prices a 12% lb. keg of 
lead figures out at about $1.81, a 25-lb. 
keg to about $3.57, and a 50-lb. keg to 
about $7.13. 


Based quotations on lead, in 12%, 25, 50 
and 100-lb. kegs follow (figures in cents): 


1920. 


12% Ib. 25-50 Ib. 100 Ib. 
White, oil...... 14% 14% 14% 
White, dry..... 14% 14% 14% 
ReG, ll. .cccce- 14% 15 14% 
a 14% 14% 14% 


Oils, Etc——The market for linseed 
oil has been stronger of late, prices 
being 6c. per gallon higher than they 
were the first of the month. The tur- 
pentine market, on the other hand, has 
continued to move downward, it being 
approximately 16c. per gallon cheaper 
than it was Dec. 1. Prices for other 
things as quoted in the oil department 
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of the paint market remain steady and 


unchanged. 

Local jobbers’ prices on oils, ete., per 
gallon, follows: 

Oils: Alcohols, ete. 
Castor ..........$2.30 Denatured ...... $0.91 
CHUNG .cccccce CP WOO « cvcwnceecs 1.5 
RM caddies cures 1.70 Gasoline ..... 37-.40 
Linseed ........ 1.14 Kenzine wvgnw see 
Neatsfoot ...... 1.85 Turpentine ..... 1.07 


Shellac.—Increased offerings and a 
further decrease in the demand have 
resulted in lower prices for shellac 
gums. The local market is about 20¢. 
per lb. lower than it was earlier in 
December. Ordinary orange gums are 
now generally quoted at $1 per Ib., the 
lowest price noted in many months. 


We quote from jobbers’ stocks: Shellac 
gums, light orange, $1.20 per lb.; ordinary 
orange, $1; white bleached, $1.10. 


Sundries.—The anticipated decline in 
the market for paint removers has not 
materialized, but wholesale paint in- 
terests are firm in their conviction that 
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a change is coming. It also is believed 
that a downward change in putty quo- 
tations is in the making, although no 
reduction this year is expected. The 
demand for putty is normal and some 
other lines of sundries are selling from 
day to day, yet the market cannot be 


construed as active. We quote from 
jobbers’ stocks: 

Putty (best), in 125-lb. drums, 9c. per 
b commercial putty (in drums), 64c.; 
paint removers, $3 list; oxalic acid, 45e. 
per lb 

Waxes.—Prices on waxes are un- 


changed, but the market is reported as 
extremely quiet and barely steady. 


Floor waxes, 45c. to 50c. per Ib.; paraffin 
waxeS (in cakes), l4c, lb.; parawax (in Ib. 
cakes), 15%c.; best beeswax, 55c. per cake. 


Varnishes.—Most of the manufactur- 
ers of varnishes have issued new lists 
which show an average reduction of 
approximately 50c. per gallon. 


Handy Rack for Food Choppers, ete. 


How best to display such hardware 
items as food choppers, apple parers, 
cherry seeders, saw sets and similar de- 
vices, which require clamping or screw- 


i 








The male halves of common porch sup- 
ports are used to support the shelves 
which are 4 in. wide, % in. thick and 3 
ft. in length. The distance between the 











ing to some support in order to show to 
the best advantage, is a real retail 
problem. 

When such items are attached to the 
ordinary sales counter, the dealer 
creates an impression of carelessness, 
sloppiness or poor arrangement. 

At the same time a conglomerate 
mixture of various shaped utensils never 
looks well on a shelf or in a show case. 

The ideal way to display any article 
is the one which shows it ready to oper- 
ate. The customer then gets a sugges- 
tion of results rather than of mere 
metal and machinery. 

A prominent hardware store in Penn- 
sylvania uses a home-made display rack 
to good advantage in showing the items 
referred to. It consists of a rigid metal 
frame supporting four wood shelves. 
The frame is made of % in. galvanized 
pipe with malleable tees and elbows. 


shelves should be adapted to the sizes 
of the devices displayed. 

The rack can be attached to the top of 
a display table or counter by means of 
an ordinary '% in. flow plate. It occu- 
pies, little room and when neatly 
painted and well trimmed forms an at- 
tractive sales help. 


The Kelly-Springfield Tire Co., 200 
West Fifty-seventh Street, New York, 
has abandoned plans for the occupancy 
of its new four-story works at Tenth 
Avenue and Fifty-fourth Street, 100 x 
175 ft., recently completed, and will 
concentrate operation at its new works 
at Cumberland, Md., now nearing com- 
pletion. The New York building ag- 
gregates about 50,000 sq. ft. of floor 
space, and has been leased for a long 
term of years to the Fox Film Co. 
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TRADE NOTES 


The Standard File & Rasp Co., 113 
North Collington Avenue, Baltimore, 
Md., has changed its name to the Na- 
tional Plating & Mfg. Co. 





The Bowen & Bartlett Co., Inc., 1201 
South Sharp Street, Baltimore, Md., 
manufacturer of washing machines, has 
increased its capital stock to $200,000. 





The Brien Heater Co., Westfield, 
Mass., has been taken over by the Phil- 
lips & Clark Co., Geneva, N. Y., and will 
be moved to that city the first of the 
year. Theodore R. Brien will continue 
to operate the Bay State Foundry Co., 
but will discontinue the manufacture of 
heaters. 





The Goodwin Mfg. Co., Hartford, 
Conn., metal goods and novelties, cap- 
italized for $50,000, of which $26.500 is 
paid in, has incorporated under State 


laws. Harley E. Goodwin and Edwin 
W. Kibbe, Hartford, and Benton S. 
Cooley, Glastonbury, are the _ incor- 


porators. 





The Kruse & Bahlmann Hardware Co., 
Cincinnati, Ohio, has been authorized to 
increase its capitalization from $300,000 
to $700,000. It is erecting a seven-story 
building adjacent to its present plant 
on Pioneer Street, and it is to finance 
the operations that the additional cap- 
ital was issued. The new plant will be 
completed about April 1. 





The Storm King Mfg. Co., Hartford, 
Wis., which recently established a plant 
to manufacture automobile and truck 
cabs, tops and specialties, has incor- 
porated its business with a capital stock 
of $25,000. The incorporators are Clif- 
ton Montgomery, Arthur J. Hazen and 
Gordon Davey. . 





The Connecticut Auto Parts Co., 18 
Morgan Street, Hartford, Conn., has 
purchased a four-story brick building 
at 25-27 Mechanic Street, where it will 
remove its present works to secure in- 
creased facilities. 

The Lawson Mfg. Co., Lexington 
Avenue and Thomas Boulevard, Pitts- 
burgh, Pa., manufacturer of stoves, 
heaters, ranges, etc., has called a spe- 
cial meeting of stockholders on Feb. 8, 
1921, to vote an increase in capital to 
$100,000. L. E. Rott is secretary. 





C. P. Hebbard and H. R. Young of 
the Hebbard-Young Co., Lynn, Mass., 
and Clarence Benner of the Benner 
Awning Co., are organizing a company 
to establish a plant for the manufacture 
of metal frame storm and sun shields 
for automobiles. 





The H. B. Sherman Mfg. Co., manu- 
facturer of brass and bronze castings, 
Battle Creek, Mich., has acquired an 
electrical motor plant at Quincy, II, 
and will move it to Battle Creek. As 
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soon as business warrants a new plant 
will be built there. 





The Electric Sign Flasher Corpo- 
ration, Los Angeles, Cal., has been in- 
corporated with a capital of $50,000 by 
Albert Andrews, G. T. Mahana and 
M. H. Mahana, Jr., Los Angeles, to 
manufacture electric flashing devices 
and other electrical apparatus. 





The Berger Mfg. Co., Canton, Ohio, 
manufacturer of sheet metal building 
products, has awarded a contract to 
Fred H. Crites, 2136 Belleview Street, 
Kansas City, Mo., for a_ two-story 
works building at Fourteenth and 
Charlotte Streets, North Kansas City, 
Mo., to cost in excess of $150,000. 





The Belknap Hardware & Mfg. Co., 
Louisville, Ky., will call for bids at an 
early date for the erection of its pro- 
posed addition, 190 x 190 ft., estimated 
to cost about $400,000. 





The Window & Door Screen Co., 5118 
South State Street, Chicago, IIl., will 
receive bids on a one-story factory 
50 x 120 ft., at 5116 South State Street, 
to cost $20,000. 





The Smith Mfg. Co., Pineville, Ky., 
has been organized by W. E. Smith 
and William Durham, to manufacture 
metal products, including sheet metal 
specialties. 





The Latex Tire & Rubber Co., Fond 
du Lac, Wis., will erect a laboratory 
and experimental plant, 80x 60 ft., to 
cost about $25,000. 





The Anchor Post Iron Works, 165 
Broadway, New York, manufacturer 
of galvanized wire fences, railings and 
gates, with plants at Garwood, N. J., 
and Cleveland, Ohio, has arranged for 
a stock issue of $200,000. Herbert J. 
Thompson is president. 

The Newark Auto Parts Co., 
Mount Prospect Avenue, Newark, N.J., 
has filed notices of organization to 
manufacture automobile equipment. 
Joseph C. Baldi heads the company. 


ar 
fo 





The Huther Brothers Saw Mfg. Co., 
1190 University Avenue, Rochester, 
N. Y., has awarded a contract to J. H. 
Reinhard, 17 Fayer Street, for a one- 
story addition, 40 x 100 ft. 


The Anniversary Sale 
(Continued from page 61) 
one can produce this effect in other 
ways. 

The cutlery department of this 
big store does its heaviest volume 
of business during the holiday sea- 
son. The goods carried in this de- 
partment are particularly ap- 
plicable to the older members of 
the family for Christmas gifts. 
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What man who smokes is there 
who is not interested in a splendid 
smoking stand and this store car- 
ries them in mahogany, brass, 
nickel and bronze. There are 
handsome mahogany candle sticks 
with beautiful parchment shades. 

The electrical goods help many a 
man decide what he wants to give 
his sweetheart or his wife for 
Christmas. Any woman would be 
delighted with a handsome electric 
grill, a toaster, a percolator or a 
coffee machine. The Community 
and Universal silver is carried in 
open patterns so one may buy as 
little or as much as he likes and 
feel sure of being able to match the 
design he has started with his 
original gift. 

Nickel casseroles with Pyrex 
glass insets are very attractive on 
a table, and the marmalade jars, 
syrup pitchers, and cut glass, de- 
light the eye and cause the pur- 
chaser to say, “That’s just the 
thing I have been looking for.’’ 
For Christmas is a serious problem. 
One does not like to give a useless 
gift and it is sometimes hard to de: 
cide just what one would like to 
have unless they are drawn into a 
store like the Bunting Hardware, 
where there are two floors over- 
flowing with attractive merchan- 
dise, handsome at all times and es- 
pecially desirable when tagged with 
an attractive cut price. 


Sentiment in Business 


(Continued from page 65) 

Tools and tool boxes for women is 
another Kohlmeier specialty. “This 
electrical age,” he says, “has taught 
many women who drive automobiles, 
build bungalows and operate electri- 
cal household devices, the use of tools, 
and many a woman would like to pos- 
sess a tool box for her own use.” 
These same tool boxes, Mr. Kohl- 
meier believes, can be used to ad- 
vantage as a means of helping to de- 
velop the boy’s and girl’s creative 
ability and ingenuity. Giving a child 
a well-selected tool box, he believes, 
is a good way to interest young minds 
with constructive ideas. 

Now, New York is a city of 6,000,- 
000 people, and for a hardware dealer 
to establish and maintain an enter- 
prising business in a city of so many 
varied interests, in a district where 
the department store and the special- 
ty-shop competition reaches out like 
the tentacles of an octopus is an 
achievement of the first magnitude, 
and one that the hardware trade may 
well be proud to add to its list of 
notable accomplishments. C. D. 
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A Message to McKinney Dealers 


McKinney Hinge Advertising is a year old. Its aim to lift hinge 
consideration from the background of indifference into the glare of 
human interest is being accomplished. Today hinge usefulness is 
realized more fully. And with this realization a new buying atten- 
tion has been born. 


McKinney Hinge Advertising will continue in 1921. Throughout 
another year the importance of hinges will be impressed upon 
millions in every nook and corner of the country. 


All McKinney Advertising is planned with the McKinney dealer 
in mind. Beside the big magazine advertising which gives promi- 
nence to your store as McKinney Headquarters, a direct appeal is 
made to architects and builders—the biggest class of hinge buyers— 
through magazines given over to their interests. 


Of course it is impossible in this advertising to mention your par- 
ticular store. But by a little effort you can bring advertising results 
direct to your counter and turn them into sales. 


To accomplish this end we are equipped to forward you colored dis- 
play cards which when featured on your counter or in your window 
will connect your store with McKinney Advertising. Proofs of the 
national advertisements for display purposes are also furnished upon 
request. In addition we will send you a campaign of general hard- 
ware advertisements for your local newspapers. These are furnished 
in electro form with ample space left for display of your name. 


The hardware dealers who have used these publicity methods have 
obtained the most gratifying results from the general McKinney 
Advertising. We deem this significant. 


McKINNEY MANUFACTURING CO., Pittsburgh 


Western Office, State-Lake Bldg., Chicago. Export Representation 


MCKINNEY 
Hinges and Butts 


Also manufacturers of McKinney garage and farm building door 


hardware, furniture hardware and McKinney One-Man Trucks 


















































Being Products 


Flex Power Distributor 


A patented article has been placed on 
the market by the Improved Surface 
Manufacturing Co., North Tonawanda, 
N. Y., to be used in the application of 
belt preservative to speeding belts. The 
apparatus known as the Flex Power Dis- 
tributor, is said to care in every part 
for the wants of belt operators in a 
sane, safe and sanitary way, so that 
the highest speed can be attained by 
increased traction and the upkeep and 
condition of same by them properly 
considered. 

Whereas in the running of high-speed 
belting danger which may seem appar- 
ent may be altogether eliminated by the 
rubber contact, and it is further said 
that a child may do what in many fac- 
tories one man is delegated to do. 

The manufacturer claims that re- 
gardless of the size of the belt the Flex 
Power Distributor will glide smoothly 














Showing the Way the Distributor is Held 
over the surface of the belt distributing 
at all points the preservative dressing 
that. will make the belt non-slipping, 
permitting much longer wear and more 
satisfactory service. 

The manufacturer recommends the 
use of Flex Belt Dressing. 


Screwdriver Has Two Points 


A single blade, two-point screw- 
driver, has been placed on the market 


Be ta eK 2 c 7 Pe, 
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Placed on the Market by Hardware 


by the Lewis Tool Mfg. Co., 168 Dart- 
mouth Street, Boston. 

At present the screwdriver is made in 
one size, 12-in. actual length, which, 
when the blade is extended, measures 

















Lewis Two Point Screwdriver 


14%-in., and is clearly a heavy duty 
tool. It is the intention of the company 
to make smaller sizes later. 

The blade is cold rolled, 70-point car- 
bon steel, dropped forged and oil tem- 
pered, the stock being 5/16-in. square. 
The square stock permits the owner to 
put a monkey wrench on it at any point. 
A skeleton handle of cold rolled steel, 
with raises on the sides, provides a 
tight fit on the molded hard rubber han- 
dle, a rib on the latter fitting inside the 
steel raises. A hole through the center 
of the rubber handle allows the unused 
portion of the blade to slip through, 
out of the way, so that nothing prevents 
a good hand grip on the tool. 

The handle and blade are held in 
place by a split square ferrule with a 
taper, that fits the shape of the handle. 
This ferrule is easy to remove and ap- 
ply because of the spring to the skeleton 
handle. The further it is driven over the 
handle the tighter is the blade gripped. 
The weight of the screwdriver complete 
is 10 oz. 


Wash by Electricity 


Equipped with special motors of 
ample capacity to operate both washer 
and wringer at the same time is one 
of the features of the Voss all-metal 
oscillating electric washing machine. It 
is the latest product of the Voss Bros. 
Mfg. Co., Davenport, Iowa. Its trade 
name is the Voss Sea Wave Washer. 

The action of the water in the tub is 
said to make an actual figure eight, 
when in operation. The tub is perfectly 
smooth inside, and has no raised metal 
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Manufacturers 


portions or pieces of metal in the bot- 
tom of the tub, to produce the action, 
but instead, there is a curve at the top 
of the tub that does that work. The 
tub is made of copper-tin lined with an 
insulating material consisting of two 
layers of fiber, placed between the two 
metals. This causes a thermo action, 
keeping the heat of the water longer 
than in the ordinary tub. This is said 
to be an exclusive Voss Sea Wave fea- 
ture. It is further estimated that the 
water would be kept warm enough for 
washing five hours. 

Although this machine is of the neat 
appearing cabinet type, it is provided 
with a safety feature on the doors that 
cause the latter to open automatically 

















Voss Sea Wave Washer 


should the operator’s hands become en- 
tangled between the tub and the door. 

The cabinet is painted a light blue- 
green with dark green trimming. 

The electric motor used is said to be 
capable of standing and handling suc- 
cessfully an overload. Simplicity of de- 
sign and operation are claimed for this 
machine. 

The manufacturer will be pleased to 
send interested hardware dealers com- 
plete data on this washing. machine. 
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“‘Faith”’ 


is the key that opens 
the door of success. 


SCidetit 


is the key to perma- 
nent satisfaction in 
garage door hardware. 





RICHARDS 

















CHICAGO 
ST.LOUIS 
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‘‘A Hanger for any Door that Slides. 
AURORA, ILLINOIS,U.S.A. 


LONDON, ONT. 


very garage owner 
who sees “Slidetite” in use 
wants it on his garage. 


Simple to install. Easy 


to operate. Doors can’t 


sag—close weather-tight. 


If you now sell “Slide- 
tite” you know that it is 
the last word in garage 
door hardware. 
not 


If you do 
“Slidetite” 
you owe it to yourself to 


now sell 


find out about it. 


@ 


BOSTON 
NEW YORK 
MINNEAPOLIS 
SAN FRANCISCO 
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An Ash Tray for Closed Cars 


A new and unique automobile acces- 
sory, more particularly for closed cars, 
has just been put on the market by the 
Luther Grinder Mfg. Co. of Milwaukee. 
It is an ash receiver so designed as to 
have depth enough to prevent any of 
the contents from blowing out and is 
quickly detachable for emptying. 

The main tube is of brass, two-inch 
diameter and 3% inches long, with two 
stamped ends, the bottom end being 
pressed on tight and the upper one a 
sliding fit for easy removal to facilitate 
discharging contents. 

The clip is of stamped steel riveted 
on and the slotted retainer is perfor- 
ated for clip and for screws to fasten 
to any part of the car. 














Auto Ash Receiver 


Absorbs Shocks in 


Anyone who has towed a car or been 
towed (and remember the best of cars 
must be towed at times) knows that at 
every turn, variance of speed, stop and 
start there is a damaging shock, and 
abrupt jerk on both cars. This jerking 
is injurious to the cars as the axles or 
springs or whatever part the line may 
be attached to may become bent or 
broken. The tow line shock absorber, 
a product of the Zimmerman Manufac- 
turing Co., Valparaiso, Ind., makes the 
towing of a car easy. 

It is clearly shown in the attached il- 
lustration. All jerks, shocks and other 
such harmful disturbances are absorbed 
in the spring-like structure on the tow 
line. Connection from one car to an- 
other is made in the usual way. This 
device will adjust itself to any size 


Towing 
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vehicle from the largest truck down to 
the smallest car. 
When not in use it may be placed un- 
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Tow Line Absorber 

der the seat or in any other convenient 
spot out of the way, taking up very lit- 
tle storage room. 

Interested hardware dealers may ob- 
tain further detail from the manufac- 
turer, who will be glad to send an illus- 
trated circular. 


Gives Relief from Back Strain 

Many devices are available to relieve 
the driver’s foot from the strain of reg- 
ulating the acelerator and supports of 
various kinds are seen to bring the feet 
to a point near the control pedals, but 
the poor human back had to stand for 
all the weariness of the long drives and 
all the shocks of the road. , This latter 














Comfo-Luz Back Rest 


plight of the average motorist is not 


Comfo-Lux Back Rest, a recent addi- 
tion to the line of the Barney Moore 
Co., Inc., 190 North State St., Chicago. 

It is a self-adjusting, form-fitting 
auxiliary back rest that is said to en- 
able the motorist to enjoy the last 
hour’s ride as well as the first. The 
concave tapering feature with the rigid 
backing gives perfect back comfort, 
eliminating strain and discomfort in 
reaching for controls and pedals. It 
will not mar the upholstering of the car 
but will harmonize, as it is neat in ap- 
pearance, and is covered in either Fab- 
ricord leather substitute or seat cover- 
ing material. 

The company will be glad to send in- 
terested hardware dealers an illustrated 
circular and other details on this com- 
fort-giving accessory. 


Added Feature on Pumps 


The Bridgeport Brass Co., Bridge- 




















Showing the Folding Foot Piece Now 
Furnished on Bridgeport Pumps 


port, Conn., has added an important 
feature to its line of hand-power 
pumps. It is now possible to secure 
the Ace and Crown models with a fold- 
ing foot piece. This feature consists 
of a steel rod formed to shape, as shown 
in the accompanying illustration, and 
is so fastened into the cast base of the 
pump as to permit of its folding close 
to and parallel with the pump cylinder. 
Because of the method of attaching the 
folding foot piece, it will fold down- 


beyond hope but easily remedied by the ward in line with the cylinder. 
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HERCULES spark plugs are sold only 
through legitimate trade channels. 
lVrite us direct for further information 


or ask your jobber how you may 
obtain, without cost, any of these sales 


helps. 
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Ge .. 
Strictly 
A Quality 
Product” 

















A Case of Sales 


Merchandise set out and properly 
displayed is the merchandise which 
moves most readily, and with the 
least selling resistance in your estab- 
lishment. 

The display cabinet here illustrated, 
with the various advertising features 
which accompany it make of this 
proposition one of the most attrac- 
tive ever offered in the accessory 
field. 

If you do not carry HERCULES in 
stock you are missing a part of the 
business which belongs rightfully to 
you, and are missing an opportunity 
of adding to the convenience and at- 
tractiveness of your own display 
room., This case is one of the many 
unusual sales helps which are of- 
fered in conjunction with the HER- 


CULES line. 


Eclipse Manufacturing Company 


Indianapolis 


U.S. A. 

















Notes of the Retail Hardware Trade 


GRAYSVILLE, TENN.—The R. L. Davis 
Hardware has succeeded to the business 
of S. M. Jacobs & Son. The new owner 
requests catalogs on the following: 
automobilé accessories, automobile 
tires, barn equipment, builders’ hard- 
ware, building paper, churns, crockery, 
cutlery, dairy supplies, dynamite, farm 
implements, flashlights, fishing tackle, 
gasoline, gasoline engines, guns and 
ammunition, harness, heating stoves, 
heavy hardware, incubators, housefur- 
nishings, linoleum and oil cloth, lubri- 
eating oils, paints, oils, varnishes and 
glass, poultry supplies, prepared roof- 
ing, pumps, shelf hardware, stoves and 
ranges. 

Fort WorTH, TEX.—The Veihl-Craw- 
ford Hardware Co., doing both a whole- 
sale and retail business at 1605-1607 
Main Street, has increased its capital 
from $60,000 to $125,000. Catalogs re- 
quested on automobile tires, barn equip- 
ment, bicycles, builders’ hardware, 
building paper, churns, cream _ sepa- 
rators, crockery and glassware, cutlery, 
dairy supplies, dynamite, flashlights, 
fishing tackle, garage hardware, guns 
and ammunition, hammocks and tents, 
heating stoves, incubators, mechanics’ 
tools, prepared roofing, refrigerators, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, toys and 
games, washing machines and wheel 
toys. 

Hasty, MINN.—Judson Shaw has dis- 
posed of his hardware business to his 
two sons and will retire. Business will 
be continued under the name of Shaw 
Bros., and catalogs are requested on the 
following lines: Automobile accessories, 
automobile tires, barn equipment, belt- 
ing and packing, bicycles, builders’ 
hardware, churns, cream separators, 
cutlery, dairy supplies, dynamite, farm 
implements, flashlights, fishing tackle, 
furnaces, garage hardware, gasoline, 
gasoline engines, guns and ammunition, 
heating stoves, incubators, insecticides, 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, phonographs, pumps, shelf 
hardware, sporting goods, stoves and 
ranges, tin shop and washing machines. 

HENDRUM, MINN.—The Sjordal Hard- 
ware Co., successor to H. Mardsan, re- 
quests catalogs. 

MADISON, MINN.—F. F.. Simensen has 
sold his interest in the implement busi- 
ness to his partner, F. Albrecht, who 
will continue it as Albrecht & Simen- 
sen. 

RAYMOND, MINN.—The Bolt Hard- 
ware Co. is purchaser of the Bernard 
hardware store. 

CLARKSBURG, Mo.—The Farmers’ 
Lumber & Hardware Co. has been in- 
corporated with a capital stock of $15,- 
000 by J. H. Ruppert and others. 

LEXINGTON, Nes.—The_ stock of 
George Aubel has been sold. C. G. 
Bergquist is the purchaser. 

SuMNER, Nes.—D. J. Yost has sold 
his hardware business to his sons, M. J. 
and.J. H. Yost, who will continue as 
Yost Bros. 

Cusa, N. Y.—The Bartlett Hardware 





Co., Inc., 42 West Main Street, has 
bought the business of the late Wil- 
liam C. Warren. New officers are: 
J. C. Bartlett, president; George L. 
Hendryx, vice-president, and Eugene E. 
Johnston, secretary and treasurer. Cat- 
alogs requested. 

Hupson Fauus, N. Y.—Albert Minor, 
who has opened a store here, requests 
catalogs on plumbing and heating ma- 
terials. 

Lockport, N. Y.—The Morris Hard- 
ware Corp. has commenced business at 
38 Main Street, where a complete stock 
of the following will be carried: Auto- 
mobile accessories, automobile tires, 
barn equipment, bathroom fixtures, 
builders’ hardware, building paper, 
churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, dy- 
namite, electrical household specialties, 
farm implements, flashlights, fishing 
tackle, furnaces, garage hardware, gas- 
oline, guns and ammunition, hammocks, 
heating stoves, heavy hardware, home 
barbers’ supplies, insecticides, kitchen 
housefurnishings, linoleum and oil cloth, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps, refrig- 
erators, shelf hardware, silverware, 
sporting goods, stoves and ranges, tin 
shop, toys and games, washing ma- 
chines and wheel toys. 

SARATOGA SPRINGS, N. Y.—The 
Towne-Roblec Hardware Co., Inc., has 
installed new show windows and en- 
larged and redecorated its store. 

TICONDEROGA, N. Y.—F rank L. Brust 
has incorporated his business under the 
title of the Brust Hardware Co., Inc. 

CASSELTON, N. D.—Walters Brothers 
are purchasers of the hardware stock 
of the Casselton Hardware Co. They 
will continue business without any 
change in the firm name, and request 
catalogs on a general line of hardware. 

WAHPETON, N. D.—The Wahpeton 
Hardware Co. has erected a new store 
building 24 x 100 ft. 

CRESBARD, OHI0O.—McCloskey Bros. 
& Bacon have recently suffered a fire 
loss, which destroyed their entire 
building. It is their plan to rebuild 
during the coming year. 

PAINESVILLE, OHI0.—The Painesville 
Hardware Co. now owns the stock of 
G. W. Blackmon Sons. 

West UNITY, OHI0.—Beach Bros. 
& Co. are purchasers of the hardware 
stock of A. J. Hoover, who was estab- 
lished in business for the past 47 years. 

SANDUSKY, OHIO.—Geo. M. Rinkleff 
has succeeded to the wholesale and re- 
tail business of the Donahue Hardware 
Co. 

GREEN ForEST, ARK.—Ellis Jones has 
commenced business here, handling a 
line of crockery and glassware, kitchen 
housefurnishings, farm implements, etc. 
Catalogs requested. 

SetmA, ALA.—Frank M. Kelley has 
disposed of his hardware business to 
the Cook Hardware Co. 

TuRLOCK, CAL.—The Kline Hardware 
Co. has enlarged its store, and requests 
catalogs on automobile accessories. 

TERRYVILLE, CONN.—Amos H. Lister 
has succeeded to the business of Mat- 
thew F. Hayes. 

SAN Luis Osispo, CaAL.—The J. W. 
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Wilkinson Co. has opened a store at 
699 Hignera Street, where a complete 
stock of the following will be carried, 
on which catalogs are requested: Au- 
tomobile accessories, barn equipment, 
bathroom fixtures, belting and packing, 
bicycles, builders’ hardware, building 
paper, churns, cutlery, dairy supplies, 
farm implements, flashlights, fishing 
tackle, furnaces, gasoline engines, guns 
and ammunition, hammocks and tents, 
heating stoves, heavy hardware, home 
barbers’ supplies, incubators, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and 
glass, prepared roofing, pumps, refrig- 
erators, shelf hardware, silverware, 
sporting goods, stoves and _ ranges, 
washing machines and wheel toys. 


CALDWELL, IDAHO.—The Miller Hard- 
ware Co. has established itself in busi- 
ness here, carrying a stock of automo- 
bile tires, barn equipment, belting and 
packing, bicycles, builders’ hardware, 
churns, cutlery, electrical household 
specialties, electrical supplies and 
equipment, flashlights, fishing tackle, 
guns and ammunition, hammocks and 
tents, harness, heating stoves, heavy 
hardware, home barbers’ supplies, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, pumps, refrig- 
erators, shelf hardware, silverware, 
sporting goods, stoves and ranges, toys, 
games and washing machines. 


Fier, IpAHO.—The Filer Hardware 
Co., which suffered a fire loss some time 
ago, requests catalogs on automobile 
accessories, automobile tires, barn 
equipment, bathroom fixtures, belting 
and packing, bicycles, builders’ hard- 
ware, building paper, churns, cream 
separators, crockery and _ glassware, 
cutlery, dairy supplies, dynamite, elec- 
trical household specialties, electrical 
supplies and equipment, farm imple- 
ments, flashlights, fishing tackle, fur- 
naces, garage hardware, gasoline, gaso- 
line engines, guns and ammunition, 
hammocks and tents, harness, heating 
stoves, heavy hardware, incubators, 
kitchen cabinets, kitchen housefurnish- 
ings, linoleum and oil cloth, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, phonographs, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, stoves and 
ranges, tin shop, toys and games, wash- 
ing machines and wheel toys. 


Byron, Itu.—E. E. Jewell has dis- 
posed of his interest in the hardware 
business here to Harry Embick. Em- 
ery & Embick is the new firm name. 
Catalogs requested. 

HAVANA, ILL.—Seba Leyman has pur- 
chased an interest in the Couchman 
hardware store, and will continue the 
business under the firm name of Couch- 
man & Leyman. The new owners plan 
on installing a new store front, and 
request catalogs. 

FREMONT, IND.—The Fremont Hard- 
ware Co. are new owners of the C. E. 
Gier stock. A line of implements has 
been added. 

CAMBRIDGE, IowA.—The Cambridge 
Hardware Co., whose stock was dam- 
aged by fire, have built a new store 
building, 40 x 70 ft. 





